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A NEW AMERICAN FEMPO” 


OHN A. BUSH, President, Brown Shoe 

Company, St. Louis, Mo., is given the 

“lead” in this week’s issue, for the 
thought expressed in his letter to us: 

“It seems to me the way to overcome the 
pessimism you refer to in your editorial ‘Not 
flat on its back,’ is not to talk about the dark 
side of industry which is always in evidence 
if we look for it, but to show up the successes. 

This also applies to the retailers. 

“There is a coming generation of young men, who, 
unless they are scared to death by the pessimism of their 
fathers, can rise above the bugaboo created by pessi- 
mists, who say there is no money in the independent 
retail shoe business, and by adopting the right principles 
succeed beyond the fondest expectations of their fore- 
fathers. This has been proven to us by a comprehensive 
study of independent shoe retailers. I am not a Chris- 
tian Scientist but I do believe in many of their prin- 
ciples, and the way to have the shoe industry take its 
rightful place among other industries is to show up the 
successes, which I believe are far greater in numerical 
strength than the failures.” 


* 


“TN my opinion,” says Mr. J. K. Garr of Hickey- 
Freeman Company, the great authority on men’s 


dress, in writing us about shoe trade accep- 
tance of new things for men, “your chief 
problem in getting over any new idea will be 
the one to instill enthusiasm into the selling 
The first thing a 
merchant must do to meet the ‘new Ameri- 
can tempo’ is to eliminate his own likes and 
dislikes. He must stop passing judgment on 
any new style if it should happen that it does 
not meet with his personal approval. Above 
all things, he must try to be different from the other 
fellow in performance if he wishes to register success 
in the promotion of style and expansion of his business. 
“T © y concur with your view that blue shoes for 
men is a business thought that is sound to the core, and 
I am confident that the slow promotional start is only 
due to the timidity of your industry, which will soon 
awaken to the fact that there is a substantial clientele 
always clamoring for something different. The thrill 
that the interest in style has created in the past few sea- 
sons in our own clothing industry, is an example of suffi- 
cient forcefulness to be convincing of the desirability of 
stimulating consumer interest along new lines.” 


laMETd) flealerer 


Editor 


and advertising forces. 








Wry THE Jtyce - Wisi 





OLLEGE opens again. Universities and technical schools, thronged with eager and am- 

bitious young men bent on acquiring a training for leadership and future responsibil- 

ity. Registration figures piling up new records in leading educational institutions East 

and West. Prosperous America investing the fruits of its prosperity not only in motor cars 

and luxuries, pleasure and recreation, stocks, bonds and tangible securities, but also in higher 
education to help build a yet more prosperous America. 

No more amazing development marks the amazing progress of this modern age than the 

hunger for higher education. What will it mean for the future of America? 

\What imprint will these thousands of young men, with their keen, highly trained 

minds leave upon the nation? What will their contribution be to science and the 

arts, to business and industry? Future history alone can write the answer. but 

while we wait to read that chapter, we can watch and study the effect that this 

enlarged participation in higher education is having upon our own business here 





g 
) and now. 
| . . . . . . . 
hd | For the college man is coming steadily to wield a greater influence in molding 
i | | the trend of fashions for men in general and for young men in particular. He is 





Lord & Taylor, of Fifth Avenue, Nex 
York, recognized the importance of 
the college influence by building a 
window display in which these shoes 
and accessories were featured 
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4 rapidly becoming the acknowledged dictator of young men’s styles. His example more and 

Mi more is being emulated by the young man who does not go to college, by the young man who 

= has recently graduated and gone out into business or profession, even by the man of middle 

- age whose outlook is still young. 

™ Time was when the college man was a somewhat slouchy individual. He affected a careless, 
happy-go-lucky mode of apparel and prided himself on it, because, as he thought, it served his ' 

™ individuality, ministered to his class consciousness and in a manner set him apart from other 

er men, That sort of thing, however, is rapidly passing away. Today the college 

ed man prides himself on being well dressed and well groomed. ‘The clothing 

me and furnishings industries were the first to experience the effect of the change f 

_ and the more alert among them were quick to sense and take advantage of the 

ms opportunity. A number of well known manufacturers of clothing specialize 

sei exclusively or almost exclusively in clothes for the college man. Others manu- ie. 
facture special lines of college clothing and find them }~ Wy? 

ns excellent volume and profit builders. Special shops and ji eS 

eas [TURN TO PAGE 99, PLEASE] - ny \\ nN 
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STOR SIENALS 


CATCH 7 shoe department on the first 


floor of the Capwell store in 
Oakland, Cal. 


CUSTOMER 


DOLLARS 


j 
é 
4 
3 
. 
| 


Store, in Oakland, Cal., and one which is a great convenience to busy 

shoppers, is the system of labeling main floor traffic lanes by aisles 
and avenues. Avenues, labeled alphabetically, run east and west, extending 
from Broadway to Telegraph, and aisles, numbered 1 to 13, extend north and 
south. All thoroughfares are amply wide for the volume of shopping traffic 
and facilitate speed and ease of modern shopping. 

The women’s and children’s shoe departments are arranged along the 
Telegraph Avenue side of the main floor at aisles 12 and 13 and extend 
from Avenue A to C. There are two main entrances on Telegraph Avenue, 
one leading directly to Avenue A and the other to Avenue C. One of the 
interesting features of these departments in the stockroom arrangement, this 


Os of the most interesting features of the new H. C. Capwell 
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room being built against the wall, between the two entrances. ‘The stockroom is cleverly concealed 
by a very beautiful panel wall, inserted with numerous display niches and mirrors. These niches 
are designed for displaying a single pair of shoes and are specially lighted. Access to the niches is 
obtained from a door opening into the stockroom. The stock is carried on special shelving designed 
to accommodate but one box to each shelf. 

Men’s and boys’ shoes are located at the corner of Broadway and Twentieth Streets, the entrance 
from Twentieth Street near Broadway leading directly into the department. 

By the ingenious limiting of the uniform height of the store’s cabinets and show cases on the 
main floor, it is possible at all times to look over the entire interior vista, from elevator arc to 
entrances. 

All merchandise sold in the shoe departments on the main floor is wrapped in the departments 
and placed in a chute which delivers the packages to the belt conveyor system. This, in turn, car- 
ries them to a slide and sorting table in the delivery department. Instead of the usual laborious 
method of loading each package into a truck, the Capwell store has had a number of large screen 
containers built and mounted on rollers, which can be slipped within the body of a truck in a 
matter of minutes. The packages to be delivered are stacked into the screen container and, when 
full, the container is transferred to the truck and hauled to the Parcel Delivery Service, where 
the packages are sorted and delivered to the home of the purchasers. A shoe department is 
also located in the basement store. 

In order to expedite the movement of the trucks of the delivery service, a double inclined ramp 

[TURN TO PAGE 98, PLEASE] 
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First floor plan of the 
new H. C. Capwell 
store in Oakland, Cal., 
showing the system of 
labeling traffic lanes 
by aisles and avenues. 
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whirl of life on Fashion’s Famous Avenue, the great stone lions at the Library gaze 
serenely down upon the fancies, fads and foibles of this little world of men and women. 

That there is always and must always be an intimate relation between life and fashion, might 
form the burden of the lions’ philosophy, could they but speak. And that, perhaps, is the most 
practical lesson we can learn from them. That modes and manners are at one, that fashion must 
be ever mindful of the stuff that life is made of, and that styles which wander far away from the 
interests and activities of life rarely win the favor of the fashion-wise or of the multitudes 
who follow in their lead. 


(CU wtist ott on their pedestals above the traffic and the turmoil, proudly aloof from the 
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GO ANOTHER «sss 


Fifth Avenue and the Fall Fashions 
as the Ltons “Utew Them 


By Madame Hamilton Jeffries 


“ Y, what a hodge-podge the Avenue is this season,” yawned Mrs. Lion. “People are 
trying to make their summer clothes co until they can put on the new coat with the big 
fur collar.” 

“Umm,” said Mr. Lion, “it will be a reaction after a sun tanned summer, with no backs in the 
dresses, to see all these illustrious ones with blankets of fur wrapped around their necks and arms.” 


“Yes,” answered Mrs. Lion, with a resigned air, “and with all that fur, women are going to 
wear pumps and coarse mesh stockings.” 

“Ts that so?” murmured Mr. Lion, with a mild interest. “So much the better for the rubber 
overshoe trade; and someone did say while strolling by that the overshoes would be so styleful that 
women will wear them all winter for warmth.” 

“Well,” quoth Mrs. Lion, arranging her well worn ear, “with all these adorable colors women 
will look warm anyway.” 

“Yes, yes,” said Mr. Lion quickly. ‘‘What are these lovely madeira shades and the purples and 
greens they're talking about? Are these to be worn to business and every day?” 

“How stupid you are, Mr. Lion. Of course they are, and women will be more carefully 
dressed this season than ever before.” 


“Have you noticed the off the face hats yet?” asked Mr. Lion. 
“Silly! Of course I have. They are making the pumps so popular.” 
“T also noticed a formal oxford being advertised in one of the dailies.” 


“T saw that last week and it did have such a new atmosphere—sort of went with the semi- 
flared coat, I thought,’”’ ventured Mrs. Lion. 


“IT presume you're right, my dear, but really, now, isn't it about time the switch to black and 
blue came? You know we have had this brown passing by all summer long and I am about fed 


” 


up. 

“Fed up or not, my dear, you will see plenty of warm brown all winter, but by November, 
you will see the black costume with boulevard hose on many a smart woman. You see brown 
opens the season, with wine, green and black sharing the honors. Then black will slip in and, 
towards spring, a riot of blue will burst forth.” 


“My, you are getting smart, Mrs. Lion. Why don’t you become a stylist?” queried Mr. Lion, 
with just a shade of sarcasm. 

“A stylist!’ roared Mrs. Lion. “My dear, all New York is loaded with stylists. They are 
fairly tumbling over one another reading each other's stuff and lifting copy—changing a word 
here and there, so that it’s getting to be just a round robin affair.” 

“Tell me,” said Mr. Lion, after Mrs. Lion had sufficiently calmed her anger, “are they really 
smart? Could you, if you were a shoe merchant, for instance, have one around ?” 

“That’s just the point,” explained Mrs. Lion. “You can’t afford to have them and you can't 


afford to be without them. In order to keep pace you have to have a stylist but you must learn, 
if you would be successful, that all is not proved on a proving ground.” 
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Getting More Shoes Sold Right 











A Revolt by Men 


HE reform in men’s clothing is at present in 

embryonic stage but the signs point to a change in 
masculine dress. It may not go beyond a revival of the 
palm beach suit, or resurrection of linen, crash, 
“seersucker,” or sonie of those thin, cool fabrics. It is 
doubtful if man will consent to any radical change in 
his dress. Fantastic garb, such as “shorts,” pajamas, 
frilled shirts, or furbelows will not appeal to the he 
man. But all far-seeing merchants must discern on the 
horizon something inevitable in the way of clothes 
reform. 

Men are frankly envious of women’s garb while they 
profess to be much shocked and disturbed over the 
daring of the fair sex in their choice of clothes. A 
man’s outfit weighs about five times as much as a 
woman’s and is about fifty times as uncomfortable in 
hot weather. No man can behold the cool comfort of 
the modern feminine dress without wishing, secretly, 
that he might emulate her. 

Just how this reform in men’s apparel will affect 
their shoes is a big question. That it will have a very 
decided bearing on summer shoes is a foregone conclu- 
sion. Feather weight shoes and extremely light weight 
leathers may not satisfy the desire for coolness. There 
may be a revival of cloth shoes. The white shoe is 








almost sure to come back strong. The blue shoe jg 
here already. There is talk of sandals for men. Here 
and there one sees the Deauville sandal on male feet 
A small leak in the dike and a great flood of reforma- 
tion may sweep over the land. If enough men get cour. 
age to adopt sweeping changes it may result in an up- 
heaval that shoe manufacturers and retailers will not be 
ready to meet. It might be a good idea to give this 
matter some serious thought right now. At least a few 
- samples in the spring line as a feeler might be useful 
another great sports year ahead—it should start with the 
Palm Beach season and grow stronger as the sun climbs 
higher. 


aan m 


Have You ‘‘Good Taste 2” 


HERE is not one of us, whether a maker of shoes, 

a seller of shoes or a wearer of shoes, who would 
admit, even for a moment, that he lacked good taste 
Yet the executive vice-president of R. H. Macy Com- 
pany of New York says: 


“The truth is that the taste of most of the men coming out of 
college is either very bad or does not exist, and the alarming 
thing is that they are put into jobs where good taste is essential 
without the slightest trepidation.” 


If this is really so about the highly educated, what 
about the rest of us? 
Now Mr. Hoving further states: 


“It is just as important for a store to guard its customers 
against bad taste as it used to be to guard them against bad 
quality. 

“Eventually the purchaser of a poorly designed article will find 
out. Somebody in whose taste she has confidence will tell her 
sooner or later, and her confidence in the store where she bought 
the badly designed article will be badly shaken. 

“This is especially dangerous if she has no taste of her own, 
for she will then be afraid to trust that store again. The stores 
that have discovered this principle have been well and profitably 
repaid. 

“No matter how discourteous an employee may be, he cannot 
create the ill-will that a bad piece of merchandise can create. It 
cries its ill-will to every customer, and if it is finally sold it 
continues crying in the customer’s home for a year or more.” 

“To secure selection of goods in good taste, a store’s buyers 
must be experts in design and good taste,” Mr. Hoving declared. 
“Too many buyers are not qualified as experts in good taste,” 
he said. 

“T think the difficulty arises out of the fact that good taste is 
confused with good breeding. Good breeding is a matter of 
bringing up, and good taste in merchandise, which, after all, 
is what we are interested in, depends upon design and art.” 


The RecorpeER knows that no man nor woman can be 
a specialist in everything. To be a specialist in manu- 
facture, is enough for one man, to ‘be competent in sell- 
ing is plenty to expect of another. Yet both are handi- 
capped if the product isn’t STARTED RIGHT, as re- 
gards good taste. If you start with the wrong shade of 
brown nothing can help it as far as an ensemble goes. 

The ReEcorpeR, realizing the fundamentals that Mr. 
Hoving has put into words, has a style service which 
supplies something one evidently can not find in ‘he 
colleges. We are glad our conventions, and style con- 
ferences are filling a deficiency in education. We all 
can learn, but not all can teach. The Recorper tries 
to do both. 
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Why Congress His Shoes 


URPRISE is expressed at the lack of knowledge 
S possessed by tariff law makers concerning the shoe 
business. It amazes shoe men to see how well versed 
our statesmen appear to be in many other industries, 
for example: Farm relief; imports and exports of agri- 
cultural products; sugar; iron; steel; railroads; the 
treasury department; prohibition enforcement ; etc., etc. 
But of shoe manufacturing, leather tanning, and allied 
trades, Congress seems to know absolutely nothing. 

The average Congressman knows that farmers and 
stockmen have hides to sell—how many they know not. 
They know there is a “farm problem,” and a farm vote, 
and votes are the gage of value to most statesmen. 
Whether or not there is a shoe and leather vote they 
seem to be indifferent. 

It should not be a matter of such great surprise when 
you come to think about it. Congress knows about 
farms, farmers, wheat, corn, sugar, etc., because the 
farm element has been vocal—and loudly vocal—for a 
long, long time. In fifty years the farmer has not 
failed to voice his protests to be heard in no uncertain 
tones on many subjects. The “farm problem” has been 
voiced by agitators and brought forward regularly each 
four years. Vote seekers 
have made it a fetish since 


Its fate is tied up with an unwarranted 
“the punch” sitting or 


ups and downs. 
“hide-duty”—will it take 
standing ? 


a 


Creditors with Hearts 
CERTAIN shoe merchant owed quite a number of 
A concerns and found that he could not meet his pay- 
ments. Three larger manufacturers met and agreed 
that the credit manager of one of them should go out 
and arrange some kind of a settlement. The credit man 
crossed the continent and looked the situation over. 

He found that the shoe merchant owed an intermin- 
able lot of smalli bills. He had been buying from every 
Tom, Dick and Harry that came along with a “snap.” 
Every one of these small creditors was on hand to de- 
mand immediate payment or bankruptcy. The credit 
man’s house was the big bag holder—indebtedness being 
about $12,000. He wanted a compromise that would 
save all hands instead of earning for them about 10c on 
the dollar. 

Being authorized by the other larger creditors to offer 
terms he made an offer to defer collection until the shoe 
man could pay out. But the smaller creditors were 
stubborn and made a lot of trouble. After several days 
of wrangling they came 
into the pot with one ex- 





politics began in America. 
Railroads have been a 
political football since the 
first iron horse snorted 
its way over the rails. 
Thus, all statesmen know 
a lot about a lot of things 
other than the shoe busi- 
ness. During the World 
War shoes had some little 
publicity in Congress but 
it was mostly unfavorable 
—flavored with that hate- 


GEO E KEITH COMPANY 
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ception—a newspaper 
with a bill for $30. The 
credit man paid this bill 
out of his own pocket and 
staved off the demand for 
a receivership. 

Once more the big credi- 
tors saved the day. A\l- 
though their claims aggre- 
gated more than $30,000 
they were willing to give 
the merchant a chance to 


ful word “profiteer.” 
Those who talked most 
about shoes knew the least 
as is usually the case in 
Congress. 

We urge the shoe trade 
to speak up, to tell the 
world about its ramifica- 
tions, its ins and outs, its 
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Mr. Arthur D, Anderson, Biitor, 
Boot and Shoe Recorder, 

80 Federal St., 

Boston, Massachusetts. 


My dear Mr. Anderson: 


Somewhat tardily 1 wish to extend my congratulations 
on the combining of the Boot and Shoe Recorder with the 
Shoe Retailer. It can only tend to a stronger, more 
influential paper which will serve our industry more 
powerfully. 


Cordially yours, 


a Cnie @» 
resicent 


GEO. F. KEITH COMPANY 
V/Harold C. Keith 











From the President of the National Boot and 
Shoe Manufacturers Association comes this most 
friendly letter. 
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stay in business and pay 
out as he could. All of 
them deferred their claims 
and allowed the small 
creditors to receive first 
payments. The moral is, 
don’t let your business get 
involved in a maze of 
small accounts. 





iy 


“Be your age; you’re no 
flapper any more; get 
something sensible,” the 


husband urged. 


Episode VIII 


ILLY ROGERS was glad to see Seymore 
Jones walk into his store the morning 
after their discussion on planned adver- 
tising. Billy was naturally eager to see the “big 
advertising idea’”’ that Seymore promised to 
work up for him. 
Billy was busy fitting a fretful woman with 
a pair of shoes, while her husband kept object- 
ing to everything shown and yet urging her to 
“hurry yerself up.” 
“Guess shoe buyers are even fussier than 


42 


ROGER 


space buyers,” Jones mused, marveling that Billy 


kept so even tempered. 

The woman wanted a high heel. the husband 
was sure she should have a serviceable shoe. ‘be 
your age; you’re no flapper any more. (cet 
something sensible,” he urged. 

“Gentle creature to live with,” thought Jones. 

“Shut yer face, Joe Rollins—you don’t have 
to wear ’em,” the woman flared up. 

“Guess the party’s divided fifty-fifty,” 
Jones’ next thought. 

Then Billy brought out a medium heeled shoe. 
Giving one to the man, he slipped the other on 
the woman’s foot. “There, Mrs. Rollins, that’s 
a stylish shoe, yet easy to walk on—it avoids the 
extreme, and will always be in vogue. Just 
stand on it, please.” 

While she did so Billy turned to the husband 
and remarked, “That’s a good sensible shoe that 
will stand a lot of hard wear, and yet look smart. 
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Harold Whitehead’s fascinating serial portrays 


this week the human side of 


selling shoes 


ILLY ROGERS wanted to own 

a shoe store. He had $17,000 
and some practical experience ac- 
quired as a salesman in Parker’s 
Shoe Shop. George Morland was 
willing to sell his store for $22,000. 
Too willing, in fact, as it appeared 
when Billy, acting on the advice of 
June Solent, consulted Jethro Blunt, 
president of fFretton National 
Bank, and the latter scanned the 
figures on Morland’s business. Un- 
der Blunt’s relentless questioning, 
Billy presently discovered that he 
had plenty to learn about running 
a business. The banker shrewdly 
advised Billy to see Mr. Parker, 
whose employ he had quit when he 
decided to blossom out as a full- 


his reluctance to call on his old boss 
and was more than ever convinced 
that there were lots of things he 
didn’t know. But he soon mastered 
a few basic principles and was 
eager to learn more. June also 
contributed some _ helpful ideas. 
Billy finally opened his store after 
many trials and tribulations. His 
first morning was a busy one, too 
busy to be comfortable, and in the 
afternoon June came in to help him. 
Experience that day taught them 
that store management has _ its 
problems. Billy’s competitors made 
trouble by cutting prices, and to 
meet the situation the young mer- 
chant studied the possibilities of ad- 
vertising. 


fledged competitor. 


Billy overcame 


Episode VIII follows: 


TUDIES FOLKS 


holds the mind, makes folks think—see ? 
Billy nodded. 
“T’ve, therefore, invented a character whom 


A rather low heel compared to what the young 
flappers wear, yet not so low as to be sloppy.” 

A few minutes later the shoes were wrapped 
up and the cash register was $6.50 the richer. 

“Old timer,” exclaimed Jones, “I take my hat 
off to you as a slick little salesman. I'll have 
to get you to come and talk to some of my tough 
eggs for me.” 

“T love selling,” was Billy’s rejoinder. “But 
what about the advertising idea you were going 
to get up for me?” 

“Here’s the idea,” Jones began, at the same 
time taking a rough sketch from his brief case. 
“To make a small space noticed, it must be dis- 
tinctive and attractive. Now what attracts peo- 
ple to small spaces ?” 

“You’re telling the story, Seymore,” 
retorted. 

“True enough—I’ll tell you then. A picture 
attracts the eye—an interesting or amusing line 


, 


Billy 
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I call ‘The Old Shoemaker.’ I’m not much of 
an artist, but I’ll get a cartoonist I know to make 
a good sketch, if you like the idea. The old 
chap must look good-natured, sagacious, like a 
shoemaker who loves good work. 

“Now, each week, I suggest we use the same 
old chap, but in a different pose—and each week 
he’ll have some sage or humorous remark that 
can be tied up to shoes.” 

Billy was looking at the sketch. 

“Each week I suggest you make one or two 
not more-——specials. Use cuts and see that the 
prices are right.” 

“Do you mean cut the price?” Billy queried. 

“Not necessarily. When I say use cuts, I’m 
referring to line newspaper cuts.” 

[TURN TO PAGE 102, PLEASE] 





VE TPHem Foor Comrort? 


N Milwaukee there is a scientific shoe-fitting expert who is known as a “miracle wish 
man” to hundreds of people in practically every State in the country. His name is The 
S. H. Sinsheimer and he is the founder of the Sinsheimer Scientific Shoe Fitting built i 
System and Pedi-Genic Institute, Sixth and Wisconsin Avenue. Mr. Sinsheimer spe- room 
cializes in the scientific fitting of shoes and building up shoes for people’s special foot tomer 
conditions. gantly 
“I am not a physician or a surgeon,” declared Mr. Sinsheimer. “I do not perform zold. 
operations or employ braces or other metal devices. I have no secret formulas. My stuffer 
system is simplicity itself, consisting solely in proper application of pressure to the A thi 
foot and scientific fitting of shoes to correct the particular difficulty or ailment.” the er 
Mr. Sinsheimer says that the public has proved to be his best means of advertising and 
although he does much varied advertising in newspapers, etc. People who have secured shoes. 
satisfactory corrections and fits in shoes have recommended the Sinsheimer service t: AS 
their friends. States as distant as California, New York, Texas and Louisiana and rep the st 
resented in the many customers who have come to the Milwaukee shoe man for th: is ene 
right sort of fittings. ment 
One point about the service which Mr. Sinsheimer offers to his customers is to havé Af 
them come in regularly for consultation and treatments. He emphasizes the fact t Schoc 
everyone that it is important to follow up treatments and adjustments regularly in orde: Dr. ¢ 
to get the best possible results. And customers have learned that the closer they fo! in Al 
low his instruction the quicker will be their improvement. Mr. Sinsheimer has separat 
fitting rooms for men and women and consultation is free. floor 


Boor 
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mow Fiee Your STORE 


R. COX’S Shoe and Foot Clinic 
was formally opened in July in 
Albuquerque, New Mexico, introduc- 
ing the first salon type shoe fitting 
establishment in the city. 
The location in a 30 x 60 foot 
corner room of the Franciscan Hotel 





gives the store show windows facing 


two downtown streets, and is con- 
venient for out-of-town patients who 


up a large local business and people 
came from many surrounding towns 
for foot treatment and special shoe 
fitting. His business in 1928 amounted 
to nearly $10,000. 

A great many of the more enterpris- 
ing shoe stores, particularly those 
which specialize along lines of foot 
service, orthopedic and special feature 


wish to remain at one of the hotels. 





The clinic and shoe storeroom were 
built in, leaving fully half of the large 
room for receiving patients and cus- 
tomers. This reception room is ele- 
gantly furnished in orange, green and 
zold. The furniture is modern over- 
stuffed wicker in two davenport suites. 
A thick rug of excellent quality covers 
the entire floor. An X-ray shoe fitter 
and pedograph are used in fitting 


shoes. 
footwear, have installed foot clinics and engaged 


F opniolagasntneleonig hy Ae the services of a podiatrist to give professional at- 
i Ganghtdly euplened rae is tenet tention to the needs of their customers. This is in 
ith ot beat tie line with the modern trend toward a more complete 
. service of a professional character in stores of this 
_After graduating at the Bertram class and it unquestionably aids in the promotion 
School of Chiropody in Denver, Colo., of the business and helps to sell more shoes. 
Dr. Orvis O. Cox established himself People who suffer from foot troubles have more 
in Albuquerque in 1927, on the third confidence in stores thus equipped to give expert 
floor of an office building. He built professional attention to their foot ills. 
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Survey No. | 
OR the purposes of this sur- 
vey I recorded the foot-length 
of 100 women customers 

whom I waited on and was careful 

not to include any others in order 
to eliminate a possibility of error. 

A Brannock foot-measuring de- 
vice was used, this being reputed to 
be one of the most accurate devices 
of that nature in use today. In 





® 
order to eliminate a possibility of error, I re- 
corded the length that these feet measured and 
not the size of shoe sold. Some women de- 
mand shorter shoes than their feet require and the 
salesman is forced to act accordingly. On the other 
hand, some women desire longer shoes than they should 
wear. Furthermore, it is not always possible to fit a 
customer with the proper size. 

The purposes of these surveys were two-fold, (1 ) their 
educational value, and (2) to serve as an index or a 
guide which a buyer may follow in purchasing footwear 
for his concern. 

Practically all progressive business concerns and estab- 
lishments of today are realizing the value of operating 
on a scientific basis. We are now liv- 
ing in a scientific age and if we are 
to keep pace with time and progress, 
it is ours to be on the alert and act 
accordingly. 

In these surveys we have tried to 
find the most popular sizes of feet and 





Chart showing the 
relative proportion of 
sizes required for cus- 
tomers in Survey I 





SIZES—A NEW SLAN 


SF TRE QP LLIN Fe TE OTS 


3.0 3.5 40 45 5.055 6065 70 75 80 85 930 






the least popular in order that th 
buyer may more intelligently selec 
sizes for his particular concern, 






Survey No. 2 






In Survey No. 2 we recorded bot) 
the length and width of the feet 0’ 
100 women. The results reveale 
to us the most popular width an 
also length, which was almost iden 
tical with that of Survey No. 1. 

This second survey was carried out with th: 
same carefulness and accuracy as that of th 
first, and the same devices and instrument: 
were used. In finding the true average and media 
score we employed exactly the same formulae as former 
ly used. By the median score we mean the point on 
each side of which there is an equal distribution of 
scores. 

In many respects the distribution curve represented 
in Table 2 is almost a perfect curve. The extremities 
are almost identical, but as they approach the center 
unit 4.5 is loaded with a heavy score of 13 frequencies 
As it now stands, the 

















and thus unbalances our curve. 
top of our curve is rather flat. The “best-bet” curve, 0 
the safest, is the one with a shar 
peak and a normal distribution o1 
either side. The flatness of our curv 
is probably due then to the mas 
volume of frequencies which rang 
4.5 to 6.5. Nevertheless ou 
curve serves its purpose and should 
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mean to us what the thermometer 
and the daily chart mean to the 
physician. 

In working through the rather 
complicated formula we find the 
median score to be 6.2+-. Exactly 
0.5 or “% unit than the 
median score of Survey 1. The 
overloading of 4.5 and 5.5 is 


less 


surely responsible for this change. 


Now we have our surveys completed and have noted 


OHN D. HUNTER is a young man 

who brings to the shoe business the 
freshness of a new viewpoint. Trained 
in statistical research, he applies to the 
problems of the shoe store the methods 
of modern engineering and looks at the 
size problem from the standpoint of the 
statistical analyst. 

The results of his surveys as presented 
herewith represent a scientific effort to 
understand the size problem and thus 
eliminate the big guesswork factor that 
has resulted in so many errors in buy- 
ing, with consequent losses. 

If these studies appear a bit techni- 
cal to the average merchant, it is neces- 
sary to bear in mind that modern busi- 
ness is depending more and more upon 
the technically trained expert to solve 
its problems and turn the hazards of 
guesswork into the certainty of profit. 


unpopular sizes for 


Your money is now tied up in 
that merchandise and it sits there 
on the shelves until eventually 
you decide to get rid of it by 
putting on a sale. Where is your 
profit now? It is absolutely lost, 
but had the buyer been wise and 
concentrated his sizes between 4 
and 7, a big profit would have 
shown up. So why buy those 
only an accommodation? Let the 


carefully the results. What of it? What does it all 
mean anyhow? In the first place, we are endeavoring to 
get at this thing in a scientific manner. 
to analyze our mass or volume business and then after 
we find it, try to adjust the buying to fit the demands. 

Observe in both these surveys the sizes 3 and 3.5. In 


We are trying 


both cases there was only one customer out of 100 who 
had a 3 foot—and in both cases it was a B width. 
Furthermore, 3.5 did only slightly better, and at the 
other end of the chart, 7.5 to 9 scored very poorly. 

In spite of these facts many shoe buyers will invari- 
ably buy a 3, 3.5 and possibly a 7.5, 8, 8.5, or maybe a 
9.5. Why? Just because Mrs. Jones or Mrs. Smith 
wears that size and wants a shoe in that particular style. 
All right, 9 times out of 10 they fail to take them when 
they do come in. Then what 
is the result? Those sizes re- 
main on the shelves until that 
one customer out of a hundred 
comes in and maybe she takes 
it and maybe she does not. 


30 35 40 45 
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individual with a 3 foot go down the street and get her 
shoes. Let the other shoe man lose his money trying to 
fit and satisfy every woman in town. 

The writer has heard of a shoe man who bought sizes 
5 to 7; AAA to B and nothing more, and when others 
were losing money he was making money. Go through 
your stock and take your remaining sizes on a size-sheet. 


What sizes have been sold and what sizes have you? To 


he sure, just exactly as I have been trying to point out. 
there will be a big vacant strip up through the center 
of the sheet with enough 3, 3.5, 7.5 and 9s left with 
which to start a big shoe store. What is the trouble? Why 
are they there? Why, of course, simply because the 
buyer had not analyzed his business and found what 
sizes he needed most. It is the hope that these surveys 
and these few words may help to 
wake the shoe men and get them to 
realize the value of operating their 
shoe departments or shoe stores on a 
scientific basis in order that they may 
enjoy a quick turnover, 


Chart showing the 

sizes required for 

customers’ measured 
in Survey Il 


5.0 55 60 65 70 75 80 85 9.0 
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ex SHoE CONTAINER = 
To Sean Morne Pairs 


f | VHE sale of footwear fashion is not 
finished with the fitting. The mer- 
chant’s interest in the pair of shoes 

goes with the parcel and into the home. One 
of the outward signs of a new service is the 
package handed the customer. All over the 
country merchants are having designed for 
them smart containers that serve the double 
purpose of a delivery box and a wardrobe 
case to keep dustless the fine footwear of 
fashion. 

One of the cleverest extra publicity fea- 
tures of the Wolock & Bauer store of Chicago 
is the shoe “trunkette.” The cost of the 
carton is a natural charge to advertising, for 
it has a permanent publicity appeal. 

When Madame accords her approval to the 
attractive footwear just fitted to her stock- 
inged feet the courteous salesman inquires in 
his best manner: “And would you wish to 
carry them with you in one of our perma- 
nent ‘trunkettes’ ?” 

At least that’s the order of the day many 
times a day at the Footwear Salon of Wolock 
& Bauer, Chicago, located at Michigan Ave- 
nue and East Madison Street. 

The “trunkette’ as the name implies is a 
hand constructed container for a pair of shoes. It is 
finished in a rich black and bound with a gold effect 
while the braided silk cord by which the “trunkette”’ is 
fastened also serves as a handle for Madame’s use in 
carrying. The braided silk cord in maroon and gold 
with tasseled ends imparts a very smart touch to the 
entire item. 

The end opening enhances even further the “trunk’’ 
effect, while the interior discloses two compartments—one 
for each shoe, thus preventing each shoe from rubbing 
against the other. 

There is a very decided plus factor connected with the 
“trunkette” in that it carries the name of Wolock & 
Bauer and, with the attention value of a handsome con- 
tainer, it should result in considerable advertising of a 











highly desirable 
character. 

How to keep 
shoes in a neat 
and orderly man- 
ner, so that they 
will not take up 
too much space in 
the modern apart- 
ment where space 
is at a premium, is 
becoming a real problem for the modern woman. By 
helping her to solve it the merchant paves the way for 
the sale of more pairs of shoes. He removes one poten- 
tial obstacle to buying. 
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For style-minded men who 
eonsider value and fit 


Norumne more could be built into this new Burns 
Shoe that would improve its quality or refine its lines 
and finish. Lasted with extreme care by experienced 
shoemakers on ankle fitting type of lasts insures per- 
fect fit and wearing enjoyment. 

A comprehensive line of styles, novel enough to 
be interesting, conservative enough for the most dis- 
criminating taste, has been developed to meet this 
season’s demand. 

Every available source of style and pattern infor- 
mation has been combed to secure the latest and most 
acceptable designs. Cost of development has been a 
secondary consideration in putting the Burns Shoe at 
the top in the men’s field. 

Modern equipment. and workmen with years of 
experience in building good shoes are making it pos- 
sible for us to offer the Burns Shoe at a moderate price 
and to guarantee immediate delivery in all sizes and 
widths. 








eee ee Se“ 


We want to show you a real man’s shoe. 
A letter will place you under no obligation. 


x sha Petry We 


THE J. R. BURNS SHOE Co. 
ENDICOTT, N. Y. 
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When the Weary Firemen 
Have Put Out the 
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When the grim fight is finally won and the tired From Financial Statement 
firemen have turned off the water and gathered July 1, 1929 
up their hose—in that dark hour when you 


; Insurance in force 
sadly survey your ashes and ruins—then you 


become vitally concerned about the actual pro- nee 
tection your insurance provides. Cash Assets 

$4,023,993.00 
With a Cenrrat Policy, you know the insurance 
quality is there, that the company is absolutely Net Surplus 
sound, that it adjusts claims fairly and pays $2,036,749.00 
losses promptly, and that CENTRAL’s annual Losses Paid in 1928 
dividend (30% for the last eight years) repre- $1,063,450.00 


sents that much actual saving in insurance cost. 

Thé wise buyer, considering quality first and Dividends Paid in 1928 

then cost, will specify a CENTRAL Policy. $736,190.00 
Write us for further information about 


the quality of the protection and the 
saving offered by CeEnTRAL Policies. 


“An old line, legal reserve, dividend 
paying mutual fire company.” 


A ‘Friendly 


*-CENTRAL “™ 


Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 


— 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR’ SELECT RISKS 


— 
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OF THE BNDEPDENDENT 


HE scene pictured is not an authentic one, 

yet, in effect, a comparable situation exists 

in many communities. Chain stores are go- 

ing to increase in number. For the inde- 
pendent retailer, the sensible thing to do is to recog- 
nize that fact, and prepare himself to meet the new 
conditions. 


“Many heads are better than one.” That’s an 
old, old truism, yet its underlying principle is the 
real reason for the growth of chain stores. 


So long as an independent owner continues to be- 
lieve that chains succeed because they buy cheaper, 
and for no other reason, he remains blind to the 
real facts and will fail to meet their competition. 


The real facts are that the successful chain is 
highly organized for the elimination of waste and 
inefficiency. Through a headquarters staff of spe- 
cialists they assemble a well-balanced line to meet 
each local situation; they set up in the retail unit 
a system of stock-keeping and stock control that 
keeps the stock scientifically balanced in propor- 
tion to sales; their advertising, window display and 
sales promotion plans are worked out by experts, 
along tested lines. Waste is eliminated, and the 
expected profit realized. 


_ Only in isolated cases is the independent, work- 
ing alone, a match for such a group of specialists. 


Boor AND SHOR RECORDER 
combining THE SHOE RETAILER, Sept. 21, 1929 


Will he survive? Can he match 
the combined managing ability 
of the chain executives and their 
managers? 


The average independent lacks the opportunity to 
acquire the knowledge and apply to his individual 
business the scientific methods employed by chains. 


There is a rapidly growing group of independent 
shoe retailers who have met the situation. They 
are the retailers operating under the Brown Plan. 
Through this plan they are matching the best ef- 
forts of the chain—more than holding their own 
in situations comparable to that illustrated. A 
group of retail experts employed by Brown Shoe 
Company assists and guides them in their opera- 
tions. Their stores are run as scientifically as the 
units of the best organized chains. 


To operate under the Brown Plan the retailer 
must first of all have adequate capital to indepen- 
dently finance his operations. In addition he must 
qualify as to personal character and ability. In- 
terested retailers are invited to write or ask the 
Brown Shoe salesman for further particulars. 


Wwowa Vnos Gouge, 


Manufacturers St. Louis 


EVERYBODY FOR EVERY OCCASION 
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Open Your Door 
to Bigger Profits with | 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out | 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key | 





to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 













































AMERICAN SEATING COMPANY q No. 
1016 Lytton Building, Chicago, Illinois I Mel-< 
Gentlemen: Send me, without obligation, hel - f 
book, *“New Styles in Shop Seating” eaten } plane 
i finish 
IID cciccsecessinecotinsonbinacnitinseestonaceniesapnin sapenidebiniepinieipenamanundanton f 
\ 
RI a ccseecstoree | No. 
‘ I Brow: 
enn sseensieceeenciaansaben State ‘ 
Address Personally to..........- : 
\ Five Great Features ¢ ¢ Yo 
foxes] American Geatin a 
/ 4 Greater beauty finish and design. 
Greater fi lor your ¢ 
KK] Greater durability —chai ( 1016 i inoi 
wosser dursbiliey chaise are st pe Lytton Bldg. (i Chicago, Illinois 
Greater economy in cost. 15 years o ranch Offices: New Y - . St. 
experience to serve and assist you. Philadelphia: R. 703-1211 Chestnut St. petra pmeng bab on 
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Allin One Shoe 
for Only | 


No. 2757 — ZOOM — Men’s Black 
Mel-o, Black Grain combination Aero- 
plane cut out blucher, ZOOM bottom 
finish and Leather Heel. 


No. 2756 — Same as No. 2757 — 
Brown Mel-o and Brown Grain. 


In Stock C&D, $3.65 


YoungAmericans areAirMinded and here’ their Style 


Harsh 6? Chapline Shoe Co. 


NORTHWESTERN DEPARTMENT CRADDOCK TERRY CO. 
MILWAUKEE 
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Send for 
In Stock Folder 





PONTIPEDV 


IN STOCK now in 2§m 
































|Pontiped| 








There is a nicety of detailing that characterizes the work of artisans whose hause has 
been noted for good shoemaking over a long period of years. You are assured of this 
in PONTI-PEDS. Also, in the unseen as well as the visible parts, you are assured 
of the finest materials that can be put into shoes to retail at $6.50 to $7.50. And the 
arch feature of PONTI-PEDS has no superior. These points, in connection 
with dependable IN-STOCK service, modest prices and liberal discounts, make 
PONTI-PEDS your one best bet in women’s arch support welts. 


Write for IN-STOCK catalog. 


We: Fess ebicacieesscunsel $5.00 5 
Brown Suede One Strap. Rajah Ap- A AS HO. BOBD. ng cccccccccccecccvcces $4.50 
plique. Arch Support. Combina- r Medium Dark Brown Kid. 4-Eye 
tion Last. 14/8 Wood Heel. Last ; let Tie. Arch Support. Brown Ra 
138. jah Tongue and Underlay. Com 

b bination Last. 14/8 Leather Heel 


No. 2024—Same in Black Suede $4.75 Uskide Top. Last 124. 
No. 2025—Same in Black Patent $4.50 No. 2026—Same in Black Kid. .$4.2 
50c, extra for sizes 9% and 10. 
AAA 5%—9 
AA 5%—9 
As —9 
B 4%—9 


AAA 5%—9 
AA 5%—9 
A5 —10 

B 4%—10 
c4 —10 
D4 —10 


c4-—9 
D4 —9in 
No. 2035 only 


IN STOCK IN STOCK 
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These 
tyles 
} 


STOCK 


4% 10 Days 
3% 30 Days 


No. 2044 

Black Kid 00 

Patent Tip and Quarter. Combination Last. No. WI610.. . = $5. 

i4/8 Leather Heel. Rubber Top. Last 124. cg Black Suede, Colonial Arch Support Pump, Com- 

50c. extra for sizes 9% and 10. A bination Last. 16/8 Spanish Wood Heel. Last 
: 139 


as . - No. WI8l0 
cs 4 \ / Same in Black Patent ‘ $4.75 
a 2 No. W2210 
No. 2211 he \ Same in Medium Dark Brown Kid.. ear 
Same in Medium Da an A 5% 9 B ‘'%—2 
Brown Kid 34.50 ~AdaAe - a4 hi 
IN STOCK 


Write 


for 
Bleck pretant + One fizee. af 
Side Buckle. ack Suede nder- 2s r{ pI : 
lay, Arch recombination / IN-ST K 
4as eel. ski / } 
Top Lift. Last 138. ' 7 } Catalog Royal Brown Kid Cutout Tie. arch Suopert 
Ne. 2876—Seme in Block Kid win @ ‘ : Y / Combination Last 14/8 Leather Heel, 3 


Kaffot Kid Underl : Toplift. Last 124. 
ee $4.25 —_ No. 1678—Same in Black Kid.............-$4.25 


No. 243I—Same in Medium Dark < “4 _ 1878—Same in Black Patent +» $4.25 

Brown Kid with Brown Suede Un- Ss | AAA, 5%-9; AA, 5%-9; A, 5-10; B, 4%-10; 

derlay $4.50 4 4 P Cc, 4-10; D, 4-10. 
— f I 4 50c. extra for sizes 9% and 10 

AAA 5%—0 <i } IN STOCK 

AA 5%—9 caitte 

A sis : 


The PONTIAC SHOE MFG. CO. 


PONTIAC, ILLINOIS 
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Satisfy the Foot as well as the Customer 





:]ES ... that’s exactly 


'} what I want. Even 











J though they area - 
half size smaller, this partic- 
ular style may be real com- 
fortable.” 


*‘Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 


“Well, this one seems a lit- . 
tle too snug. But perhaps it’s ” 


imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 
ently your left 


For Sale by Shoe Findings “Deaters 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


foot is a trifle smaller. Our 

REPCO stretcher, however, 

Wf) will ease that shoe in such a 
ex = way that it will never cause 


you discomfort.”’ 


@ Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 


trade. In the retail shops an 


orderly equip- 
ment of stretch- 








ers is necessary 





— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 
and the blocks are conneéted by a strong 
steel hinge. The action is easy, accurate 
and dependable, through a simple mech- 
anism—toggle joint and slow action 
thread screw. . 


<oe 
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o Announcing 


Two NEw 
DRYDEN DESIENS 


The The 
TRu-GRip | Sport TRED 


WO absolutely new 
creations . . . each scientifically designed 
to give the utmost in flexibility and long 
wear... for golf and all types of walk- 
ing and outdoor shoes. 

And here is the outstanding feature of 
these two new designs. Anticipating the 


demand for colored sport shoes, these 
soles are available in the following colors: 


BLUE BROWN 
GREEN WHITE 
PINK BLACK 
NEUTRAL 
The SPORT TRED sole is in sizes for 
Men’s, Women’s and Boys’ footwear .. . 
the TRU-GRIP in sizes for Men’s shoes 


only. 


ecccccce 


Both of these new soles are made to the 
usual high standard of DRYDEN excel- 
lence . . . are beautiful in design .. . 
colorful in appearance . . . and give to 
Sport footwear an extra measure of sal- 
ability. When ordering Sport Shoes 
specify either of these two new designs. 


Also the BUTTON CUP sole... an 
old favorite . . . will be available in the 
above colors; Men’s sizes only. 


Davee Double Wearinevery Pair” 


BOO we Owe wee wee weet wet <<a wet weet west weet ect wet <at> eaztP~ 


DRYDEN RUBBER COMPANY 


CHICAGO 


NO NO we IO we ec we IO we IO we OO ec ec we mc a tl <tc 
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SCs 
ESSEX REPTILIAN 


REPRODUCTIONS 


(CALFSKIN) 


science 
SAND SNAKE 


A much demanded 
ESSEX ORIGINATION 


CREATIVE 


ay Ge Re et 


torily the rapidly spreading de- 
mand for small print reptilian designs. 


We created it-to help our customers make 
artistically different footwear, and its ex- 
treme popularity proves we hit our target. 


Our newly completed factory addition en- 
ables us to assure early shipment of all 
orders—another important reason why you 
should become a member of the ESSEX 
FAMILY of regular customers. 





ESSEX TANNINC CO., INC. 
PEABODY, MASS. 





CRAFTSMEN - IN - CHROM 


AND SNAKE meets most satisfac- 








‘ 
‘ ‘ ‘ ‘ 






E - CALFSKIN 


—~ 








Exclusive proprietors for U. 8. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction of origina 


grain and colors. 











—~ 
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ATURAL BRIDGE 
ARCH SHOES 


Turn to page 127, Saturday Evening Post—this 
coming issue, September 28th. 


READ! 


3,000,000 families will READ about this smart quality shoe so modestly 
priced, in a steady consistent series of advertisements in the “greatest- 
show-window-on-earth”—the Saturday Evening Post. Turn to page 
127 of next week’s issue, Sept. 28th. 








HEAR! 





5,000,000 families will HEAR about it over WJZ and Associated Sta- 
tions of the National Broadcasting Company every Friday night, start- 
ing Oct. 4th at 8:45 E.S.T. Delightfully romantic programs that will 
have regular listeners-in all over the United States. 


bs OS 
eGe 


S E € 


Naturally the women of your town will want to SEE the shoe that’s 
“GOOD TO THE EYE 
“GOOD TO THE FOOT 
“GOOD TO THE POCKETBOOK” 


That’s why the thousands of retailers now selling Natural Bridge Arch 
Shoes have added another line to this slogan 

“GOOD TO THE DEALER, TOO!” 
This is your chance to sell more shoes with faster turnover and greater 
profit. A special proposition starts you. An “In Stock Service” stocks 
your stock for you—“Monday morning fill-ins.” Wire for details on 
this exclusive money making dealer agency. Now! 








‘sk 


THE SATURDAY NATURAL BRIDGE SHOEMAKERS 


EVENING POST || 
re Division of 
CRADDOCK-TERRY COMPANY 
LYNCHBURG ay VIRGINIA 


NATURE’S WAY 


original 




















~~ 
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PARTHENON, 


at Athens, built by Callicrates 
and Ictimus during the ad- 





wT Fi sis PSV iV i lttse 


ministration of Pericles. It is 


considered one of the most per- 


rt 


fectly proportioned and beau- 


f\ 





tiful structures of all time. 
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TION 


PERFECTION of proportion and exacting 
technical construction have made the United 
Cushion Heel outstanding. When attached, 
the United Cushion Heel becomes an actual 
part of the shoe and retains the graceful and 
stylish lines which the designer has created. 
The cored construction insures tight edges for 
the life of the shoe and prevents the heel from 


squashing out of shape with age and wear. 


UME» 


CUSHION . — 
HEEL ‘D" 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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sist Upon leather heels 
— for daylime wear 














Leather heels are the only correct heels for daytime wear. Their popularity 
is steadily increasing with all classes of women because they will outwear 
all other types of heels. They won’t break. They won’t peel. They won't 
come off of the shoe. They are safe and comfortable to walk on. 


You should specify Renton Lightfoot leather heels. They are the lightest 
leather heels made. They are the most resilient leather heels made. You 
may obtain Renton heels with a new style feature—an extended heel base. 
This adds to the comfort and resiliency of your shoe. 


Write to the Renton Heel Company, 63 Allerton Street, Lynn, Massachusetts 
for information about the new Renton Lightfoot leather heel. 


EELS 
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— O hold the profitable patronage Lydia Strap 


Patent Leather Buckle of the American Girl of maturing Black Lizard Vamp, 
Strap. Gun Metal Calf Quarter, 


age, you must have footwear specially eerie 





designed for the purpose, but this foot- 


wear must meet every dictate of style. 


Progressive merchants who handle 


this line are building a patronage that 


lasts. The two attractive numbers 
illustrated here are made to order 
only. They are the last word in what 


the Growing Girl demands today. 


> + + 


BURDETT 


SHOE COMPANY : LYNN » MASS: 
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IBU'Y | 


SPECIALISTS IN $3.00, $4.00 and $5.00 
RETAILERS 








3057—Brown Ring Lizard, Brown Kid 3048—Brown Suede and Brown Kid 
Trim; Brown Suede, Brown Lizard . " : 
Trim; Black Patent, Black Lizard Combination Step-In, with Bow; also 
Trim; Black Suede, Black Patent in Black Suede and Gun Metal Pat- 
Trim; High, Cuban, Baby Heels. C ent. High and Cuban Heels. C Wide. 
Wide. Sizes 3—8. Sizes 3 to 8. 


BLEECKER SHOE CO., Inc. 
138-140 Duane Street 


NT 











Conceded to be the best fitting 
and best selling pump in popular 
priced footwear! 


_ Always CARRIED IN STOCK 
in every desired leather and ma-fied 
terial! PRICES ON REQUEST 


“Duane_Shoe @mpany, 


143 DUANE STREET 









yr" 


Jl 





H e NE Paw ih" *y 
ml i al Wi WN 
Duane Shiom 

Features Womemov 


rs the great New York shoe market one of the few ¢ hty » 
cerns successful in both the manufacturing and ough th 



























wholesale distribution of its own product is the I) iane syggpeciactt 
Company. This company operates a wholesale job! ing hogs Dui 
located at 143 Duane Street, New York City, and an w.gR@ posit! 
date factory at Marlboro, Massachusetts. 4s a fu 
Duane was formed with the idea of spec’ \lizing ided 
women’s novelty footwear and in March, 1913, tok a gfMigue 1) 
ond floor loft at 149 Duane Street. During thc first jqijmp an¢ 
years they were in business they were phenome ally gimmp. 
cessful in jobbing women’s shoes and were proba’ ly on gi has bh 
the first jobbers in the shoe industry to sell ladi:s’ noyamilt up _@ 
footwear at the then high price of $5.00 per pai. Durgumout $50, 
the early part of 1917 they acquired a factory in Broojqumd00! 
where they started to manufacture a line of 1: lies’ hme cent | 
grade Turn shoes. During the war these shoes si id as jmp. 
as 12.00 and $14.00 per pair wholesale, and a‘ the til The fa 
Duane was unable to cope with the insatiable de jand! presente 
In 1920 the factory was moved to Haverhill, \assachfii Duan: 
setts, and the company began to manufacture Mc \ay sewdimpcorded 
shoes. Due to the growth of their business they \. cre for The Dt 
to seek additional factory space and in the ear\y part, distri 
1928 acquired a factory at Marlboro, Massachus: ts, whem” . - 
they are now producing 1800 pairs a day. ary 
At the present time the Duane product is beii sold @lMerchant 





rect from their factory at Marlboro to the retail trade Mem inc 
well as distributed through their New York jol)ing houllhoes. 




















GET NEXT TO A WINNER! 


A new Billie Tie carried in the following combinations: 









tent, a(t Py x: Heel 








Cuban Hee! P. 
Kid, 2278 Spike Heel R108 
with 15/8 Cuban Heel $ 00° 
Brown Kid, 22/8 Spike * 
—Same, with 15/8 Cuban Heel = 


Black Suede, 22/8 Spike Heel 
with 15/8 Cuban Heel 
Brown ae ae 22/8 Spike Heel 
1—Same, with 15/8 Cuban Heel 


All the above with balloon toes, C wide. 





159 DUANE STREET 





FRIEDMAN FEATURES FOR FALL 











with ] 
Kid 1 


MAUD 


Patent, Black Lizard Tongue 


Kaffor Kid, Black Lizard Tongue and I 
Brown Kid, Brown Lizard Tongue . 
Black Ooze Calf, Black Lizard Tongue Lizart 
Brown Ooze Calf, Brown Lizard Tongue 

Black Lizard, Kaffor Kid Tongue Sol 


Brown Lizard, Brown Kid Tongue 
Cuban and Baby Heels; 

Sizes 3 to 8 C Wide 

B. FRIEDMAN SHOE CoO., Inc 


1098 READE STREET ESTABLISHED 13 


lots 







Short Vamp 
All $2.15 | 
131 Di 


Headqua 
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A NEW STEP-IN 


Keystone Goodyear Welts 
All Solid Leather 
IN STOCK 










On Nature Last 


Black ‘Trim, 1794 


1795—Patent Leather, P vatent . eee Black Trim 
10/8 A a Heel 8% i Se oowwer 2.35 
B-C- 0D Ficccceccecs $3.2£ 11% to 83. O-D-B.ccoccces 2.75 


otase *% - 11 Pump and Oxford Carry Rubber Wedge Heels 
’ Write for ilustrated booklet of Coodyear Welt Shoes. 


CONCORD SHOE CO., Inc. 


I 
116 DUANE STREET, N. Y. 147 DUANE STREET 





IMPORTED ENGLISH MADE os 
LEATHER BOUND BROADCLOTH SPAT 
Carried in the following colors: — 

Light Gray, Medium Gray, sf 6055—S 
Light Fawn, Medium Fawn. “a S wNodit 
SIZES 6 TO 12 Moai 

$2.25 PER PAIR | 

IN STOCK~IMMEDIATE DELIVERY = ans 
Also domestic Spats in stock ih 





from $12.00 a dozen up. 


BLOG SHOE COMPANY, 
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pueetilyyygg pun a pabtinnntppermaatty 
{ {D \y vl 
! ole | 
ll lw ‘ huraqqounl tua 
DR. FREDERICK’S GOODYEAR WELTS 


ompa ny KORRY-KROME SOLES 
517—Camel Elk 


lovelty Footwear 519—Black Calf 


523—Tan Elk 


A 
A 





WORK M 
Sh 


ne 























the fee hty per cent of their jobbing business is conducted 525—Tan Calf 

ne and | ough the sale of their own product. By controlling the 527—Patent Chrome 

I . Qimnuiactur'ng as well as the wholesale distribution of their 

z ane Sf es Duane is able to effect many economies and so is a 

“ a positic’ to offer merchants very unusual values. Sizes 8% to 12, widths Cc to E ree $2.25 

7 ; — . Sizes 5% to 8, widths Dand EE .............++: J 
4s a further sales stimulus, about two years ago Duane ade cc: aie ais Mia ances, 









ided to ~pecialize in some one novelty that would be 




















































t lizing ~ ~ 
tok igue in 1 class and with this in view perfected an opera POWELL & CAMPBELL 
he first mp and egistered it under the name “The Dancette me evaRn gunmen Eetebliched 1879 
neal bmp.” : demand for this pump throughout the coun- 
ly ¢ y has b tremendous, one merchant claiming that he 


de 
lis nopait up a business through the sale of Dancette Pumps from 









ai. Durgpout $50,000.00 a year to an annual volume of over $300,- 
in) Brookimooo! As a result of this overwhelming success, ninety 
la: lies’ k; cent of this merchant’s stock today is in the Dancette 
> 1 as hy mp. - . ° ° 
ut the til The fact that during 1928 the sales in Dancette Pumps HE variety line of slippers for home wear. 
cviand! Bbpresented about sixty per cent of the total business done _ “Domo”—in durable imitation leathers by Dupont 
\lassachim Duane, proves conclusively the wholehearted response —in gorgeous suedes and side leathers—in beautiful 
ay seudiicorded this pump by shoe merchants. kidskins for the best trade—in alluring satins and 
nf ) 7 a a — , rayons—all with soft soles and padded or wooden heels 
"SHE The Duarice Shoe Company in both the manufacturing and —is able to meet the needs of all merchants throughout 
Part Gi. distributing of shoes has earned an enviable reputation the world. 
» Wit, progressiveness and reliability. Their policy has always Mien “Clnatedide” 4 
ren to give the greatest value possible and to extend to pret 2 ar a = _ 
sold @ierchants their earnest co-operation with the aim of helping standing tine of French mules. 
trade em increase both their volume and profit with Duane Both the products of the 
oe. GOLO SLIPPER COMPANY 





129 DUANE STREET 








NOTHER HOT NUMBER JUST ARRIVED! BUCKLE STEP-IN 
NEW One Eyelet Billie IMPORTED FRENCH STEEL BUCKLE 


Tic with Novelty’ Tongue PATENT 
Effect to Retail at $2.95. 716—20/8 Spike 717—15/8 Junior 
BLACK KAFFOR KID 
718—20/8 Spike 719—-15/8 Junior 
BLACK SATIN 
720—20/8 Spike 721—15/8 Junior 
BLACK CALF SUEDE 
722—-20/8 Spike 723—15/8 Junior 
BROWN CALF SUEDE 

BRONZE BUCKLE 
724—20/8 Spike 725—15/8 Junior 







A 


Carried in Patent Leather 
with Black Lizard Trim, Brown 
Kid with Brown Lizard Trim 
and Dull Mat Kid with Black 
Lizard Trim. 


Sold only in 18 and 36 pair 
lots 





Sizes 3 to B....04+- .83.60 
Price of $3.50 appe ared 
th through error 


J. WEISS SHOE CO.. Inc. 






DRYZER & ROSENBERG, Inc. 


















wm 131 Duane Street “Shoes under Market Prices” 
ED is Headquarters for Mail Order Houses, Department Stores ani Bargain Basements 137 DUANE STREET 
PRESENTING OUR LATEST CENTER BETTER SHOES AT LOWER PRICES 
SPAT BUCKLE IN A HIGH GRADE TURN 
; IN STOCK 
6054—Patent_ _, Center Buckle, Kaffor Kid Trim, 
Pl ie Modified Toc, 19/8 Spanish Heel. AA—C, $4.60 
7 6055—Same with 15/8 Spanish Heel, AA—D.$4.60 
> 7 6056—-Black Imitation Lizard, Kaffor i 5 Trim, 
Modified 1 15/8 Spanish Heel, AA—D.$4.60 
6057—Brown Kid, Brown Fox Calf Trim, 
§ a Modified Toe 15/8 Spanish Heel 
SE :=c0puseeenls iauliaiinaees $4.75 
6058—Sume with 19/8 Spanish Heel, 
} Be ‘ebebianedessanened $4.75 = 
leet St i. Modified "Toe, 15/8 i 6054 981—Black Suede, Patent Trim; 1047—Patent, Lizard Trim; Same 
th Heel, AA—D ..ccccccccccce $4.60 Same in Brown Lizard, Brown Kid in Brown Kid, Brown Lizard Trim; 
Trim; Black Lizard, Patent Trim. Brown Lizard, Brown Kid Trim. 
French Corded—High, Baby, Cuban and College 10/8 Heels. 
c AK HG r COR} THE ABOVE SHOES WILL COMMAND HIGHER PRICES 
be DUANE StU NEW Yorn LEVEY BROTHERS SHOE CO. 
hd ” 145 DUANE STREET 
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’ For Every Profession, 
Sport or Age—— ‘there 
is a GRO-CORD Sole. 


—- men at daily duties, children 
scuffing shoes in rough fun, golf or tennis 
players, workmen in factories—all prefer 
non-skid GRO-CORD Soles and Heels. 


The construction of GRO-CORDSis protected 
by eleven strict patents. Tire cords fused 
on end in live, resilient rubber produce a 
flexible, NON-SKID tread which is easy on 
the feet. GRO-CORDS far out-wear leather. 
They are comfortable and stylish. 


Most of the best known manufacturers put 
non-skid GRO-CORDS on dress shoes, sport 
shoes and work shoes. Millions of users every- 
where will accept no other sole. Look for the 
cords on end—the sign of aGRO-CORD sole. 
Be sure to specify GRO-CORD Soles and 
Heels in your next order. 


yy, Sy WA YY 
NY NZ NZ NZ 
NA®N ~NB NS NE 
Sis Awe SSS ANS 


NON-SKID 


SOLES and HEELS 


“Cord tire wear in every pair’’ 














wtrNIag AS AM SOM He AAA T4444 & D> 


LIMA CORD SOLE AND HEEL Co, 
‘Dept. 9-A + Lima, Ohio 











——— 
— 
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SPECIAL FEATURE 


TURNARCH NEW 
METHOD SHOES 
ARE FLEXIBLE 





Patents applied for— 
Serial Number 366639 











AO 


These shoes made 
over the New 
Method are flex- 


ible; they need no 


\ 


And to make the 
proposition strong- 
er, our exclusive 
new method of 


ee : * 99 \ teiialiiial . 
breaking in”, are ' turn construction 


comfortable from makes possible the 


use of a sole as 


the first step and 
yet they hold their 
shape. 


\ 


heavy as a twelve 
iron if desired. 




















A NATION WIDE IN STOCK DEPARTMENT 


These shoes carried in stock by the following distributors 
located advantageously throughout the country insure im- 
mediate, prompt and efficient service to retailers all over 


NAME 


Adler Shoe Co. 
Buckingham & Hecht 
Churchwell Bros. 
Crowder-Cooper Shoe Co. 
De Cou Bros. 

Freeman Shoe Co. 

Given Bros. Shoe Co. 
Graham-Bumgarner Shoe Co. 
Graham-Brown Shoe " 
The Hurd Shoe Co. 

Sam Levy Shoe Co. 

Long & Davidson 

Charles Meis Shoe Co. 
Midwest Shoe Co. 

L. M. Purcell Shoe Co. 

B. Rosenberg & Sons, Inc. 
Stewart-Dawes Shoe Co. 


The Washington Shoe Mfg. Co. 


Western Shoe Co. 
Williams Marvin Co. 


Zion’s Co-op Mercantile Inst. 


The Boardman Shoe Co. 


the United States. 


LOCATION 


Savannah, Ga. 

San Francisco, Calif. 
Jacksonville, Fla. 
Indianapolis, Ind. 
Philadelphia, Pa. 
Wilmington. N. C. 
EI Paso, Texas 
Parkersburg, W. Va. 
Dallas, Texas 

Utica, N. Y. 
Nashville, Tenn. 
Lancaster, Pa. 
Cincinnati, Ohio 
Minneapolis, Minn. 
Denver, Colo. 

New Orleans, La. 
Los Angeles, Calif. 
Seattle, Wash. 
Toledo, Ohio 

San Francisco, Calif. 
Salt Lake City, Utah 
Boston, Mass. 


BRAND 


Timson Comfort Shoes—Hand Turn 
Arch Support - 

Churchwell Turns 

The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 
Countess 

The Suave Shoe, Genuine All Hand Turned 
Mac’s Arch Support 

Dr. Austin, Health Builder 

Flex-Easy 

The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 
Dr. Brown’s Foot Arch Shoe 

Combination Last Always Comfortable 
Shirley Ann Arch Support 

Cameo Gen. Hand Turned 

The Lumbard Shoe, H. G. L. Shoe Co. 
Leading Lady, W. S. M. Co., also The Lumbard Shoe 
Luxury 

Dr. Wilmar Gen. Hand Turned Health Shoe 
The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 


H. G. LUMBARD SHOE CO. 


AUBURN, MAINE 


Manufacturers of Turn Shoes Exclusively 


W. O. STEVENS 
J. D. LUNN 


Boston Office 
54 Lincoln St. 


> 
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LAWRENCE 
RELIABLE LEATHERS Via 
Graf ZEPPELIN to GERMANY 


HEN the Graf ZEPPELIN left Lakehurst on the 


. final leg of her recent around-the-world trip she. Above is a reproduction 
° ° . om in reduced size of the in- 
carried a shipment of Lawrence Leathers consigned to cain GH tah de 


the A.C. Lawrence Co. 


a customer in Germany. 


shipment of Leather via 
the Graf ZEPPELIN, 


Which demonstrates two facts: that the A. C. Lawrence 
Leather Co. is quick to take advantage of every facility 
offered to better serve its customers; and, second, that 
Lawrence Leathers enjoy as active a demand abroad 
as at home. 








‘4 LEATHER. CO. 


Boston, Mass. 


A.C. LAWRENCE 


210 South Street 































ee 
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WE CAN°T DODGE THE FACTS 


Specialization is the only certain way to insure 
uniformity of quality. Consequently, we are 
concentrating on the making of juvenile Good- 
year Welts only, believing that such specialization 
will produce a superior product and greater good- 
will and profit for the merchant as well as our- 
selves. 


Skeezix Shoes have long been regarded as excel- 
lent values by hundreds of merchants. Their 
uniformly high quality, together with their un- 
usual selling appeal by association with this 
national newspaper character, “‘Skeezix,”’ makes 
Skeezix Shoes a profitable juvenile line in any 


store. 


Can we send you further facts and a ; 
Ren CB5557—Tan | Sport 
F : ? Oxfor 
A351—Patent catalog? - 1142 D 
A1051—Black Calf $2. 
Korry Krome Sole 
Spring rubber heel on 8%-11 
8%-11 © 


+= 1X shoes 


-& - 
82.00 


GJ3153—Tan Calf Sport 
xford 
GJ1063—Black Caif Sport 
Oxford 
>t arn eee Sport Oxford 


8%-11 CD 11%-2 B-C-D 
$2.50 $2.90 


Distributed by 


Herbert L. Marx Shoe Co., Jos. P. Dunn Shoe & Leather Co., 
Albany, N. Y. Denver, Colo. 
Northeastern New York State Rocky Mountain States 


SY, fey t-3 a e-)  [e) sa eoror _ ELIZABETHTOWN, PA. 
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LUCKY BOY— 
A new and popular 


INTRODUCING, 


(CDN prem IE 


“Sxkoors”’ means the line of Converse 
Canvas Footwear for 1930—the great- 
est line of canvas shoes that Converse 
has ever offered you. 


You'll find new winning numbers in the 
*‘Skoots’’ range of canvas shoes for 
every sport. ‘‘Lucky Boy’’, for instance 
whose molded sole has real selling ap- 
peal; ‘‘Pznto’’, its colorful trim already 
helping to break sales records. You'll 
find the popular oid stand-bys with 
new improvements that place them 
‘way ahead in actual values. And— 
every shoe 
designed, 
discussed, 
dissected 








number 





101 Duane Street 
NEW YORK 





and re-designed time and again before 
it earned its place under the ‘‘Skoots”’ 
trademark. 


You know the extra quality that’s been 
a part of Converse footwear for twenty 
years. That extra quality is helping 
‘‘Skoots’’ set the pace in sport shoes. 
Stock ‘‘Skoots’’—and let the other 
fellow take your dust! 


The Converse salesman is headed your 
way with a sample case full of the 
greatest possible values in canvas shoes. 
Wait. for him—and, meanwhile, write 
for the ‘‘Skoots’’ broadside, It’s profit- 
able reading! 


CONVERSE RUBBER 


COMPANY 


Dept. BS9 MALDEN, MASSACHUSETTS 


BRANCHES 
3932 So. Lincoln Street 646 Stinson Blvd. 
CHICAGO MINNEAPOLIS 
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A FLARE FOR FREEDOM . 
DISTINGUISHES THIS NEW TWEEDIE PATTERN 


If Milady’s clothes are planned with too much 
preciseness, she loses all the grace and ease 
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that are gained from a certain note of care- 
less freedom in the costume. This latest 
Tweedie pattern introduces just the desired 
note of intriguing carelessness. There is 
youthful charm in the very negligence of the 
novel tip applique. The smooth, glossy fox- 
ing is in perfect accord. This pattern will 
please your young customers. 


958-1—Midnite Blue Calf vamp, foxing and tip applique; 
Dark Blue Lizard tip; fancy center buckle strap 
slipper. Our last #163, 20/8 spike heel. 


958-2— Autumn Green Calf vamp and foxing; 976 Perlustre 
tip applique; Autumn Green Lizard tip; fancy center 
buckle strap slipper. Our last #125, 14/8 cuban heel. 


958-3—Patent vamp and foxing; Gunmetal Patent tip ap- 
plique; Black Lizard tip; fancy center buckle strap 
slipper. Our last #135, 13/8 square cuban heel. 


TWEEDIE FOOTWEAR CORPORATION 
General Offices and Factory :: :: JEFFERSON CITY, MO. 








The Mark of Rubber 


2 Sole Excellence 
(EX And the Products which carry it 


ALFRED HALE RUBBER COMPANY |j 


ATLANTIC, MASS. 
- BSTABLISHED 1837 (Na s 
| oS d% 
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Sone 
SHOES FOR WOMEN 
5 eae 6 
EXPENSIVE 
AAA to izes 9 


ENNA JETTICK SHOES 


enjoy their rapid turnover due to: 











Their wide range of widths and sizes—165 in all—rang- 


ing from AAAA to EEE and from | to 12 


q The fact that this enables any normal foot to be fitted 


The National Advertising by Radio and Rotogravure 
which continually gives the Dealer aid 





q The fact that white shoes can be obtained the year round 





g The fact that they retail for 
$5 and $6 


q And that these shoes in the full size range are 


IN STOCK 


d § 6 E and S 6 


Dunn & McCarthy, Inc. xe vou 








—— 
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CASINO 
In Stock No. B-803 


No. 25 brown kid vamp and quarter. 
Mauvette eyelet facing and tip. 16-8 
Cuban wood covered heel. 142 last. 


@ 


GUILD 


In Stock No. P-216 $5.60 


Patent vamp, black suede quarter, nickel 
button slide. 14-8 suede heel. 


BLACK SUEDE— 
BROWN SUEDE— 
BROWN and BLACK 

KID—PATENT— 

DULL MAT KID 


HABANA 
Stock No. S-800 : $5.85 


Black suede vamp and quarter, patent 
trim, 16-8 covered wood heel. AAA to D. 


SHELDON 


Stock No. K-805... $4.85 
All black kid. 14-8 leather heel. AAA 
to E and EEE. 133 Last. 


OLGA 
Stock No. P-252.. $5.25 


Patent leather vamp and quarter. Black 
suede cut out straps. 14-8 celluloid heel. 


Stock No. K-2062 $3.25 
Black kid, lizard strap. 14-8 covered 
wood heel. 

Stock No. B-232 $5.60 
Brown kid vamp and quarter. Mauvette 
apron and strap. 14-8 covered heel. No 
button slide. 


In Stock No. S-802 $6.00 


Brown suede vamp, quarter and heel; with 
No. 25 brown kid strap. 16-8 wood cov- 
ered heel. 142 last. Widths AAA to D. 


MANOR 


In Stock No. M-801 $6.00 
Mat kid with genuine steel beaded buckle. 
a. Coe heel. 142 last. Widths AAA 
to > . 


SEND FOR 
COMPLETE 
CATALOG 


THE LAPE & ADLER CO., COLUMBUS, OHIO 


Foot-Friend Shoes are made under patents of Dr. John M. Hiss, B.Sc., D.O., M.D. 
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EN like Standard Spats for their comfort as much as for the 
_ style and quality that has made them famous. 


Perfect tailoring... authentic styling... exclusive quality fabrics that mean 
added wear... and the reputation of over half a century of fine spat- 


making lend distinction — a unique advertising campaign, national in 


scope, lends force—and Style lends its unqualified approval. 


YOU WILL SELL MORE SPATS IF YOU FEATURE STANDARD SPATS. 


a 
( he Hundand Ipret ok ‘tne includes a complete selection of Cine 
Spats lo retail profitably from 41.50 lo $5. Kl rile for samples a 
Lhewiee details of our Notional Dldvertising Campaign and how 


we re prepared lo help you increase spat sales by st. 


S. RAUH & CO., 650 — 6th AVENUE, NEW YOR 
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No. 1240 x 26 
Made in Smoke Elk, 
Tan Elk, Patent, Tan 
Calf, Mooney Bend Sole, 
Kid Quarter Linings. 
IN STOCK 






No. 1220 x 16 
Patent Leather, Ki 
Quarter Lining. 

IN STOCK 









SERGEANT 





+ litte ;¢; 
at SCT Gea i 

h shoes: 

| boys 

JL} \ girls 


Smart. rugged welts made with 






military precision and = atten- 
tion to detail. Many in-stock 
numbers are shown mo oour 


new catalog. 








No. 1210 x 9 
Made in Tan Calf, Tan 
Elk, Patent, White Elk, 
Mooney Bend Sole. 

IN STOCK 





CURTIS-STEPHENS ~ EMBRY COMPANY 


Tea ding —~ Tennsylvania 
LITTLE SERGEANT SHOES NOBBY TREAD SHOES 


PLAY WEAR SHOES 
JACK-O-LANTERN SHOES 
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1928 


-SHACKFORD @ 


AULT 


cof AULT-SHACKFORD 2 


-SHACKFORD 


AULT 


SHACKFORD ¢ 


AULT. 






| > 








AULT-SHACKFORD@®AULT-SHACKFORD®AULT-SHACKFORD® 


ANN ELISE WELTS 


These Arch-Supporting Welts 
Will Boost October Sales at 


$5 — $6 — $7 — $8 


Feature Ann Elise arch-supporting welts strongly dur- 
ing the fall season. Outdoor activities and football games 
require shoes with welt construction. College girls, who 
largely set styles for their own families and others, are 
asking for this type of footwear. 





1Vv 


-SHACKFORD ® 
* 2 3 


LT 


© AU 


Mounting sales indicate that these slim, trim, youthful arch- 
supporting welts are the shoes that many dealers are looking 
for—carefully made, cleverly patterned welts with shoe- 
making features outstanding in their field—backed by a 
company you have confidence in. Every penny’s-worth of 
the price put into extra value—and priced to give ample 
profit at $5 to $8. 


QUICK IN-STOCK SERVICE 


-SHACKFORD 


= 
< 
® 


“-LINV © @HNOAWMVIVHS-LIAV © GUOAWNIVAS 


-SHACKFORD 


A 


On Wellesley last at Auburn; 
Digs Aeagdng gg oo on Ptr wren 4 last at St. Louis. 
Widths AA to D. Widths AA to D. 
1608 — Black Kid Four - eyelet 510 i—Black Kid with Lizard 
Tie, 14/8 heel, $3.35. Some Strap, 14/8 heel, 
=" 7 6104—Same in Patent at $3.35. 
8104—Same in Brown Kid at 
$3.35. 


TAV © @UOAWAIVAS 


° i 


Write jor the Agency Plan 


AULT-SHACKFORD 


SHOE COMPANY 


BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO. 
(Sales Office) (Factory and In-stock Dept.) (In-stock Dept.) 


LT-SHACKFORD © 


quoawy’ovuaAs 











e®¢ AU 


AULT-SHACKFORD@OAULT-SHACKFORD@AULT-SHACKFORD® 
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Genuine —Trade-marked 


JPANS— 


NOW WITHIN THE REACH 
OF THOUSANDS OF WOMEN 


For As Low As $1.00 
and $1.50 a Pair 


When SPANS first appeared, no 
matter how much they might de- 
sire these beautiful shoe orna- 
ments, many women felt that 
they were priced beyond their 
pocketbook. Your SPANS 


sales were limited. 


Now that genuine SPANS can 
be bought for as low as one 
dollar, your sales ... and 
profit - making opportuni- 
ties increase many fold... 
SPANS are within the 
reach of every woman. 


These SPANS are 
adorned with brilli- 
ant instep orna- 
ments. The extend- 
ablestraps fitsnug- 

ly across any in- 

step and hold 
shoes comfort- 

ably secure. 


Write Now 
for prices, 
bogklet 
and trial 
order 


blank. 


No. 514 

retail for 
$1.50 per 
pair. 


More elabo- 
rate designs are 
priced to sell at 
retail from $5.00 
to $12.00 per pair. 


B. A. BALLOU & CO., INC. 


Providence, R. I. 





Spats and Shoe Ornaments 


To meet every demand, standardize on MANOLIS 
SPATS AND SHOE ORNAMENTS, the complete lines. 


Felt Spats, Style 110, $11.25 

doz. prs. 

Felt Spats, Style 116, $10.50 

doz. prs. 

Felt Spats, Style 118, Four 
holes, $12.00 doz. prs 
Cloth Spats, Style 112 
$14.50 doz. prs. 
Clotlr Spats, Style 117, 
Four holes tailor trim- 
med, $16.00 doz. prs 
Box Cloth Spats, Style 
114-1 Lea. Top Horn 
Buttons, $22.00 doz 
prs. 
Genuine Box Olott 
Spats, Guaranteed 4:2 
oz., Style 115, Lea 
Trimmed Throughout 
with leather top, horn 
buttons, tacked bottor 
and top, $30.00 doz 
prs. 

42 oz., Box Cloth Spats, Style 115-1 Leather Top, Horn Buttons 
$27.00 doz. prs. 


Shoe Ornaments 


Das alele ina aalea seeGae ene $4.00 to $6.00 doz. 
-.. 2.00 to 6.00 doz. 
Ee rT Trees fl Ulm 


Strap Ornaments 
Vamp Ornaments 
Colonial Buckles 
BE bi wiicesccevecksscdbanwevesedonced Ee Gee Oe 
Cut Steel Buckles 7.00 doz. prs. to 36.00 doz. pr 


We manufacture and repair cut steel buckles. 
Manolis Manufacturing Company 


4248 No. Crawford Ave. 


Chicago, Ill. 














IMPORTED 
ENGLISH SPATS 


made of 
ENGLISH CLOTH 
by 
ENGLISH WORKMEN 
In Stock 
In All Wanted 
Shades 


$18 


per doz. up 


Perfect Fit 
Rolled Leather Bindings, 
Leather Facing 
Four Holed Horn Buttons 
Superior Workmanship 


BOXED IN SINGLE PAIRS 


COLT-CROMWELL CO., Inc. 


ESTABLISHED 1899 
1239 Broadway 
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Correctly smart and 
smartly corrective 


TheAmeucan Gil” 


ARCH SUPPORT SHOES 


IN STOC K, 


to insure quicker turn- 
over for you 











Lovely new models, 


—_ | = NS all stressing the COM- 


FORT qualities that 
have made “The Amer- 
ican Girl” Arch Sup- 
port Shoe a LEADER. 


Styled for volume 365 days 
in the year—the “bread and 
butter” of hundreds of repre- 
sentative stores who demand 
quick turn-over minus mark- 


downs. The Dorothy 


Get acquainted with the charm- 
ing new patterns, and with our 
rapid-fire Stock Service, by writing 
at once for beautiful new multi- 
color Catalog, or for salesman now 
on road. 





She SAM B. WOLF SONS CO. 


CINCINNATI 


1929 
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Nearly every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. 
Display Repco Brushes 
and Daubers prominently 
and call your customers’ 
attention to them. Take 
advantage of this fine op- 
portunity for additional 

findings profits. @{Reeco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @JRepco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 
finest stock and finish. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 


J. K. Krieg Company, 39 Warren Street, New York City 











Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept 





—_ 














Extremely Flexible Compo Soles 


promise to be the most demanded 


INFANTS’ SHOES from now on! 
See Them! Beautiful 


Send for Samples and 
Be Convinced 





Style for Little 
Growing Feet 


REG.U.S.PAT.OFF. 


STAPLELESS 
STITCHLESs 


No. 7008—Patent; Champagne No. 7027—Champagne Kid, Lizard 
Lacing Trim. Elam Compo. SOLES Trim. Elam Compo. 





Why Cling to Tradition? You Don’t Drive a Horse an’ 
Buggy! Buy IMPROVED Footwear! 


ELAM 4 , \e ELAM 


Goel) a ES Gir0 


REG.U.S. PAT.OFF. OLD A REG.U.S. PAT. OFF. 
WAY 





—had Seams, Stitches, Wax —has Perfectly Smooth Soles 
and Lumps also an uneven Inside and Out. No thread 
surface to hurt the _ soles. or metal to hurt tender little 
Not necessary now. growing feet! 





| 








E are already making ELAM-COMPO INFANTS’ SHOES by the thousands. Buyers 

tell us they are the only perfect shoes for babies who are taking their first steps along 
life’s highway. Get aboard the band wagon and have these NEW, BETTER and DIFFER- 
ENT shoes to attract the Mothers into your store. 


SEND FOR SAMPLES 


F. S. ELAM SHOE CO. 


Manufacturers 


Rochester, N. Y. 


Samples on Display 
532 Statler Bldg., Boston, Mass. 


No. 8012—Patent; Champagne 


No. 8005—Patent; Beaver Kid 
Top; Elam Compo. 


Top; Elam Compo. 


ELAM first to perfect COMPO for Infants’ Shoes! 
YOU can be first to Profit by ELAM-COMPO Efforts! 
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Small Sizes Turned into 
Money Makers 


OISE, IDAHO.—Found, a shoe 

store that is making money on 
women’s small sizes. The Burnett 
brothers have a Cinderella section, in 
which all shoes from 4C down are 
racked together. This is not a collec- 
tion of relics, but brand new merchan- 
dise. By having all of the small sizes 
in one section, it is both easier to sell 
the trade and to watch the sizes. 

A judicious sweetening of factory 
samples helps out the profit as well as 
the freshness of this section. Custom- 
ers like to be told that their fitting 
comes from a special department, es- 
pecially when it bears the name of 
Cinderella. <A listing of all women in 
the trading area who have small feet 
has been compiled. Literature regular- 
ly sent to this list brings good results. 

An interesting feature of the men’s 
department: No sale has been run on 
men’s shoes in the past. seven years. 
Short lines are grouped under a com- 
mon stock number that is based on the 
selling price. Sometimes a shoe is 
dropped a grade or so, but this point 
is never brought out in making a sale. 
This method has proved its worth, as 
the very clean stock testifies. 

e 2 -* 


He’s Off Sales for Life 


ALT LAKE CITY, UTAH—Said 
Jesse J. Thompson: “My present 
conviction is that we are off public 
sales for life. Private sales—yes, as 
the occasion warrants. The past sea- 


Jesse J. Thompson 


son proved the case quite conclusively. 
Some 4500 post cards were sent out to 
our charge and cash customers telling 
them of the private sale. On check- 
ing up it was found that 90 per cent 
of the people responded. Later, a pub- 
lic sale was duly advertised, but we 
didn’t get a nibble from it. 

“Sales have lost their punch as a 
general thing. The public is much 
more interested in a store’s live num- 
bers than in its dead ones. We find it 
better to stick a good healthy dollar 
P.M. on the numbers that should be 
pushed right off quickly. 

** 


Blue Shoes in the Lime- 
vane. light 
ALT LAKE CITY, UTAH—Blue 
shoes have just jumped into popu- 
larity in the past few weeks. Most 


stores selling women’s shoes put blue 
as the leading color. So far its sales 

















are topping blacks and all colors, in- 
cluding the much touted browns. Plue 
is even going strong when built on the 
conservative models, such as arch sup- 
port oxfords, low heel one-straps «nd 
the like. 

Those stores that bought men’s llue 
shoes rather gingerly are surprised at 
the way the young fellows have talen 
to them. A. T. Thourp, who 
branches of his College Boot Sho; 
Ogden and Logan, says that blues are 
going equally strong in these cities, as 
they are at his main store. Consiver- 
able faith is being pinned by Mr. 
Thourp on his coming campaign of 
blue shoes for evening wear to the 
college boys. 


* * * 


Quarterly Size Analysis 


ped LAKE CITY, UTAH- 
Every three months the Hunter- 
Thompson Co. makes a_ complete 
analysis of the sizes sold during the 
preceding quarter. The first thing done 
when this survey is completed is to 
compare it with the sizes on hand. In 
this way it becomes a valuable size- 
buying guide. 

The secret of the value of this re- 
search lies in the manner in which it 
is sub-divided. It is a known fact that 
high heels sell better in different size 
scales than low heels; also the differ- 
ence between the black kid and silver 
kid size range is just as pronounced. 
The Thompson method is to break 
down the size schedule according to 
heels, then into leathers and fabrics. 
A few of the classifications are listed 
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to show what is meant by this: 

Arch preserver straight heels; arch 
preserver dress heels; black kid welt 
straight heels; black kid welt dress 
heels; Black kid turns 
14/8 heels; Black kid 
turns dress heels. 

+ + * 


Automatic Clear- 
ance Sale 

ALT LAKE CITY, 
~ UTAH — Twice a 
year the Spiecher Economy 
Shoe Store has an automatic 
redi.ction sale that drastically 
cleans house of every soli- 
tary pair of unwanted shoes. 
Merchandise coming under 
this classification is put on 
the racks at a starting price 
of $2.95. Each day the price 
is reduced 25 cents a pair 
until all are gone. It is very 
seldom that any are left at 
the end of seven or eight 
day’s selling. Manager Far- 
rington tells that previous to 
the sale these shoes are 
marked down to an inven- 
tory cost of $1. That is 
taking quite a book loss at 
the start, but the clean stock 


that results makes it worth 
while. 


ten 


* * * 


Checking the 
Daily Sales 


ALT LAKE CITY, 

UTAH — A means of 
checking the sales as used 
in the Hunter-Thompson 
store—It is the duty of two 
of the men the first thing 
every morning to go through the 
entire stock, comparing the empty 
boxes in the racks with the sales 
checks of the previous day’s busi- 
ness. As shoes are sold, the 
covers of the cartons are turned 
under and the empty boxes left 
in stock. These empties are all 
pulled out during the morning 
check. As soon as this is done, the 
stock is made solid. 

Each sales ticket calls for an empty 
box. Conversely, each empty box calls 
for a sales ticket. "Unless both agree, 
something is wrong.. It is an easy 
matter to transpose a stock number or 
write down the wrong size. This check- 
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ing will uncover any such error. As 
this store does quite a mail order busi- 
ness, it is extremely necessary to be 
absolutely sure of the recorded size 
and style. 

After the checking job is finished, 
the sales slips go to the office where 
they are checked in the stock book. 
Comparison is made at this time, to 
prove the selling price. The system is 
found to be very efficient. 


We’ve opened you a charge 


Account 


For any reasonable amount. 


And it will be delightful 
News 

To hear that you are 
Our shoes.” 


in 


Ne 
ALT LAKE CITY—An idea that 
added three hundred new charge ac- 

counts to the Walk-Over Shoe Store. 
strong letter was first sent out to a selected 
list of 800 A No. 1 names. This was care- 
fully written and personally signed by * 
Manager J. L. Knowles. 
month for three months a regular store 
statement was mailed to those who did 
not respond to the letter. 
address of the party addressed was writ- 
In the 
center of the bill a yellow sticker which 
carried a little jingle was stuck. The first 
of these verses appear above and below. 

The third and final appeal was worded 

as follows: 

“We asked you once, we asked you 


Then 


in on top of the statement. 


twice 


“And now we're going to ask you 


thrice 


“To use your credit at our store 

“The welcome sign is on the door.” 

This campaign brought in 150 new ac- 
counts at first and the same number when 
repeated six months later. 


The invitations we have 
Sent 

To use your credit here 

Have all been most sincerely 
Meant— 

We hope the day is near! 


Remaking the Shoe Store 


ALT LAKE CITY, UTAH—This 
theory, advanced by Norman 
Christenson, is well worth thinking 
over: “The medical profession tells us 
that our bodies are completely made 
over every seven years. If a healthy, 


83 


each 


The name and 


living, growing body needs to be re- 
made in such a short period, why 
shouldn’t a healthy growing mercantile 
establishment ? 

“The methods of conducting a 
retail shoe store both mental and 
physical, certainly undergo a 
great change in a seven year per- 
iod. The shoe merchant who does 
not completely change the physi- 
cal aspect of his store oftener 
than once a decade, is usually 
marked as a man who is not keep- 
ing pace with present day 

trends.” 

This was spoken as we 
stood in the unfinished new 
Christenson Here is 
one merchant who practices 
what he preaches. 


A 


store. 


. @ 
Specialist in Opera 
Pumps 

EATTLE, WASH. 

“Home of the Opera 
Pump” is the taking slogan 
of Harry Perkins. That line 
is always carried in his copy, 
in his windows and on his 
windows. In the three years 
that Perkins has been “on 
his own,” these few 


words 
have done much to identify 
his shop in the minds of the 
high grade trade. Long ex- 
perience in catering to the 
fine trade has proved beyond 
all question that the pump 
business the sweet end, 
hence the featuring of it. 

According to this authority, 
it takes an artist to design 
a perfect fitting pump. When 
that ideal has been achieved, 

it is well to let it be as 
regardless of the 
temptation to change this 
or that. It costs real 
money to change lines or 
lasts. Opera pumps 
change less than any 
other style, hence they 
are safer to play heavy, 
once the right last has 
been found satisfactory. 

A warning by Mr. Perkins: “Don't 
try to change lasts too quickly, but be 
ever on the watch for new details,” is 
most timely. Then he added: “The 
trade does not intimately know just 
what these details are, but we in the 
business must know.” 


is 


1S, 












IN FRONT” 


Ax electric sign is your first contact with 
possible customers, inviting them: “Come 
here to buy.” Make that first impression 
forceful and lasting. 


You can accomplish that most effectively 
and economically with a Flexlume Electric on 
your building front. Modern and unusual in 
design and permanent in construction and 
finish, a Flexlume will continue to attract a 
greater crowd to the windows and entrance 
of your business. 


Neon tube, exposed lamp, raised glass 
letters and combinations of these types are 
the several illuminations from which Flex- 
lume’s sign specialists design the latest ideas 
in electrics. Why not see what we can sug- 
gest in the way of a distinctive, yet economi- 
cal, display to fit your particular require- 
ments? It will be submitted without obliga- 
tion. Write FLEXLUME CORPORATION, 
2001 Military Road, Buffalo, N. Y. 


Sales and Service Factories at 
Offices in Chief Buffalo, N. Y., 
Cities of U. S. and Toronto, 


and Canada Canada 








FLEXLUME 


ELECTRIC DISPLAYS 



















There is nothing quite 
like an attractive 
buckle to add the 

finishing touch to an 
attractive shoe 


Vvvvyv 


Distinctive designs and 
the very latest methods 
and equipment allow us 
to give to the shoe 
manufacturer 
the fullest cooperation. 


Vvv 


BRIER MFG. CO. 


PROVIDENCE, R. I. 
Vvvyv 













SPECIALIZING IN MASS 
PRODUCTION TO INSURE LOWEST COSTS 
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ADVERTISING TO MODERN YOUTH 


[ advertising, as in styling and merchandising, modern youth must 


be served. More and more it is the youngster, rather than the parent, 
who is the deciding factor when shoes or clothing are considered. 

Alert, up-to-date stores recognize this fact and plan their advertising 
along these lines. This applies to layouts, illustrations, copy and all the 
details of the store’s selling appeal. 

fhe advertisements illustrated on this page reflect the interest in | f 
juvenile footwear that centers around school opening time. But advertis- | A IT HAPPENS 
ing of children’s shoes is no longer confined to such times as school } H 
opeuling, Easter and the beginning of the vacation season. Merchants who All th Ting!” 
operate children’s shoe departments plan to give boys’ and girls’ footwear a“ * 
a fair break in their advertising schedules throughout the year. They J = Ei we 
recognize that smart styles have a constant appeal both to youngsters and r soon We os bon 
their parents and they realize that sales can be increased by stressing the 
style note in children’s shoe ads every month in the year. 

It is the style appeal, rather than the old fashioned arguments of price 
and wearing qualities that can be counted upon today to increase the 
business of the children’s shoe department and put it on a profit making 
basis. Recognition of this fact has led to the establishment of special 
departments devoted to young moderns in many of the outstanding stores 
of the country. These departments have proved real sales and profit 
builders in young women’s shoes. More progress has been made in 
stimulating sales of girls’ shoes by emphasizing their style appeal than 
has been accomplished to date in boys’ footwear. Nevertheless, an oppor- 
tunity exists to increase the boys’ shoe business through the same methods. 
Why not make that a main objective in the coming season? 


institution | MILLER wrernarionate 
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34™STREET b streamline styles for the 


"ASHIONS young for, 


Just Arrived! 
School Fashions for Boys and Girls 





++» @ Collection so varied . . . and so important in its fashion 
significance . . that we ate devoting our entire Second 
Floor jo its display. 
Perents . . . who ate familiar with the prescribed lists of ex- 
dusive gupeden chads... 0 edeene on edladien 
+. in which we offer every type of costume necessary for th 
« conect school warbobe. Mil ally 
The School Girl . . . will be delighted by the originality and 
charm which are displayed in this selection of wearing apparel 
of all descriptions. 
The School Boy . ... will find « complete collection of cos- 
tumes for every occasion . . . all carrying out faithfully the : : 
tadtions of his prep school ... and possessing, in addition Playgirl Shoes ... . dering, deshing, 
the very latest fashion notes for young men and boys. debonair ... keyed to the tempo 
end tune of youth's active life . . . 
with streamline chic and clever 
> hues and heels! 

The Pleygir! mocke! chetched ... 
BROWN OR BLACK SUEDE 
trimmed in Hermonizing Kid 


fe short, this is « collection of which 
HANOBAGS TO MATCH 


Sehs-34th Street ls proud ... carefully a Lah 
anes «| pate The Salon of 
taste — ond happily, good teste 


a 44 wolock & bauer 


michigan avenue at madison 
tho at our uptown store - 4636 Sheriden Rood 
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“TAMEA” 
Special Process 






B-280—Genuine 
Lizard 





“CAPITAN” 


















Ps LE” 

pecial Process 
B-275—Biown Suede with Brown 
b Sl —_ and Rajah L' 


m Quarter 
B_274- Blow Suede ‘with 
Leather Trim and Black Lizard 
Tabs on Quarter 25 















st) ° 
Patent Leather oee 
B-224—White Satin ...... 4.75 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


Pittsburgh Ofice 
Henry Hore. 
W. A. BARNEY 






B-282—Genuine Black Small 

Gee EMG cecccsccoesd $7.50 
Rajah 
@e 


Spectal Process 
B-262—Genuine one own Small 


New York Ofice 


IN STOCK 


Newest Fall Styles 









WRITE. 












“INDRA” 
Special Process 


B-225—Genuine Brown Lizard 


-132—Genuine 
with Blue Kid Quarter.. 








P ny 
B-. i Suede with Poet 


WMD csces 
B-233—Black Suede with Black 
Lisard Trim ....... +++. - 85.00 





“TAMEA” 
Special Process 
B-276—Mat _ — Black Shark 
Calf Straps ‘ -.» .- 85.25 
B-278—Brown Kid’ with Brown 
Scorpion Calf Straps..... 5.25 
B-301—Patent se with i 
Shark Calf Straps....... 4.85 


In the Wanted Leathers and Materials 
New Stock Catalog Ready! 


AOCHESTER 


SHOE= 


Blue Liga - d 
. 86.35 











TODAY 





“HELMA” 

Special Process 
B-263—Genuine 

Grain Lisard .... 


“VIRADO” 

Special Process 
B-125—Mat Kid.. 
B-128—Blue Kid.. 
B-310—Brown Kid. 



















“REGENT” 
19/8 Heel 

Special Process 
B-272—Brown Suede ..... $5.00 
B-270—Black Suede ..... 5.00 
B-174—Black Satin ... 4.35 

B-176—Black Calf (Light 

.) errr rere 4.35 
| og 4 Patent Leather «+e 4.35 
Kid .00 


B-286— ee 
B-170—Imported Wh. ‘Crepe Silk, 
suitable for tinting any color 


00 

B-171—Imported Bl. Silk Crepe 
$4.55 

B-998—Silver Kid ....... 6.00 


THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 


New England Ofice 
Draprer HoTe. 


OMeago Ofice 846 Marsripes BLDe. —ieeemnien “thee 
Maszsric. Hots. B. W. MOYLAN é PTON, . 
Fr. 3. SATEK BLLIOTT LA MONTAGNE 


86 


San Francisco Office 


Piaza Hore. 
H. 8. KUSHINS 


Black Small 
00 


Calf 


B-239—Brown Ring 
(Imitation) 









B-294—Dull Black Kid with poe 


Shark 


B-300— Brown 
Scorpion Calf Straps..... 


B-293—Patent Leather with re | 


Shark 


B-309—Dark Blue Kid with = 


Lizard 














B-302—Dull Black Kid... .#5.10 
B-305—Brown Kid ....... 


AAA 


AA 
A 
B 
Cc 


Los Angeles Office 
111 East 8TH ST. 


©. B. VAN DE GRIFT 


90—B 
Calf (Imitation) ........ 3 
B-292—Brown Calcutta Lizard 


“TAMEA” 
Special Process 
rown Calcutta 









Lizard 
5.25 











“HINDU” 
BSpectal Process 
ee Calf 







































“TAMEA” 
Spectal Process 


Calf Straps 
Kid with Brown 
5.10 


eeeeee . 







Calf Straps....... 









Calf Straps....... 















“MONTE” 
Special Process 









5.25 





SIZES 
covccccceS to § 
cocccceweehh% tof 
ccccccccceeS 08 
cocccccccoeS he OS 
to § 






eececesecesd 


Cleveland Office 
THe HoLitenpex HorsL 
A. F. JENKS 









Detrott Office 
Derroirt-Letanp HoTs 
©. G. SELLERS 
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NATIONAL NEWS 





SATURDAY, SEPTEMBER 


21, 


EVERY WEEK 








Browns Selling 
in Good Volume 


in Middle West 


Fall Demand for Green Proves 
Surprise to Merchants 


CINCINNATI, O.—Early Fall footwear 
got off to a good start the first two 
weeks of September. A variety of 
colors and materials are being shown 
with browns most prominent at pres- 
ent. There is very little that can be 
said of blacks at this time except that 
they are expected to be good a few 
weeks later. 

Green is turning out to bé the big 
surprise color of the season and is ex- 
pected to hold good through Winter. 
The sunburn fad of the Summer has 
been a big factor in putting green to 
the front as some of the medium dark 
shades go very nicely with tawny skin. 
Red, it is thought, will be fair later on, 
especially in the dark shades. 

Browns, of course, are very good, 
with chocolate best. Some of the light- 
er shades are popular, notably those 
with a hint of yellow or red. The de- 
mand for blues during the first few 
weeks of the new season has been re- 
ported as rather conservative but they 
are expected to be as popular through 
Fall and Winter as they were last 
season, 

Kid is good, patent is fair and rep- 
tilian leathers are at their best. 


Neil Ryan Opens New Store 


SAN FRANCISCO, CAL. (UTPS)— 
Neil Ryan is highly gratified by the 
response of the public in thronging his 
Arch-Aid Shoe Shop, opened at 251 
Powell Street, San Francisco, on 
Wednesday, Sept. 4. Ryan is one of 
the best known retail shoe men in San 
Francisco, having for the past 20 years 

n associated in executive and buy- 
er’s capacities with the retail shoe busi- 
ness of this city. His shop is an ex- 
clusive store for women. 

The fittings are most attractively 
done in English walnut, and the entire 
shop has a very comfortable aspect. 
During the opening week Ryan gave 
away a pair. of stockings with each 
purchase of Shoes. ~- 
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Court Rejects Chain Store Tax 


Georgia Measure Declared Unconstitutional and Injunction 
Restraining State Tax Officials Will Continue in Force 


ATLANTA, GA.—The special measure 
which was passed by the Georgia State 
Legislature at its regular biennial ses- 
sion two years ago, imposing a tax of 
$250 per year on each chain store in 
this State, was declared unconstitu- 
tional and invalid by Judge G. H. 
Howard in the Fulton Superior Court 
in Atlanta last week. 

Passed during the summer of 1927, 
this measure was immediately attacked 
in the courts by chain store concerns 
doing business in Georgia, and a tem- 
porary injunction was granted re- 
straining State tax officials from col- 
lecting the tax until the matter was 
finally decided by the courts one way 
or the other. The law imposed a tax 
of $250 per year on each chain store 
in Georgia, any organization being 
considered a chain if it operated more 
than five retail stores in the State. 





Spring Styles Conference 
October 14 and 15 


New York.—Plans are being 
rapidly perfected for the semi- 
annual Joint Styles Conference of 
the shoe and leather industries, 
to be held in the Belvidere Room 
of Hotel Astor, Tuesday, Oct. 15, 
when the official styles program 
for spring and summer, 1930, will 
be developed. 

The general meeting of the 
Conference will, as usual, be pre- 
ceded by meetings on Monday of 
the men’s, women’s and children’s 
style committees of the National 
Shoe Retailers Association. Indi- 
cations are that the coming Con- 
ference will be one of the most in- 
teresting and practical meetings 
of its kind held thus far by the 
shoe and leather trades. 

An official showing of spring 
leathers will be held in the grand 
ballroom of the Astor under the 
auspices of the Tanners’ Council 
of America. 














There were a number of concerns han- 
dling shoes that were affected by the 
measure, and they cooperated with 
other chain store companies in com- 
battling the law in the courts. 

Similar laws were also enacted in 
various other States of the Southeast 
at about the same time the Georgia law 
was passed, and in every instance these 
measures are also said to have been 
declared unconstitutional by the courts. 
Whether or not the State tax officials 
will carry this case to the higher courts 
has not as yet been announced. 


Next N. Y. S. Convention at 
Rochester 


Syracuse, N. Y.—Charles Ocker, 
Troy; Ernest R. Park, Rochester; M. 
E. Sarvay, Cortland, and R. N. Fergu- 
son were the new members of the board 
of directors of the New York State 
Shoe Retailers Association elected at 
the Syracuse convention last week. 
These with the other directors met 
Tuesday evening and organized with 
John Slater of New York, chairman. 
It was decided to hold the twelfth 
annual convention at Rochester, Sep- 
tember 8 and 9, 1950. Round table 
talks will occupy the first day and in 
place of a banquet there will be a 
smoker and dinner. 


Laird Opens New Juvenile 
Booterie 


PITTSBURGH—The W. M. Laird Com- 
pany, retail shoe merchants of Pitts- 
burgh, have opened a new Juvenile 
Booterie at 5833 Forbes street, that 
city. The new store will be in charge 
of E. N. Roolf, well known juvenile 
shoe specialist and will be for the dis- 
play and sale of footwear for juveniles 
only. 

A full line of new fall shoes, carried 
in widths for juniors, misses, boys and 
children, is featured. The store will 
be open evenings on Saturdays only. 
It is located in the residential section 
of the Squirrel Hill division of Pitts- 
burgh. 
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SLEANING AND pecoLonins 
EDE LEATHER $4 j 
SOLE MAKERS ‘ 
WHITTEMORE BROS. 07 ma) 
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Pegs. 


URN the popularity of suedes and the demand for “Chic” to your 
profit. Don’t delay. Your customers will thank you for suggesting 
“Chic” for cleaning and redressing any color of suede shoes. “Chic” 
Removes dirt. Re-colors. Saves the nap. 
Sells quickly. Works quickly. Harmless, regardless of how often used. 
With “Chic” there is no crocking. It’s “The Great Success.” You will find 
it to your advantage to specialize on “Chic” and recommend its use on suede 
or any nappy leather shoes. If your jobber cannot supply you, write us. 
Ask for our complete price list of Superior Shoe Polishes. 


is a most perfect preparation. 


WHITTEMORE BROS., Corp. 
BOSTON, MASS. 
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New Wilbur Coon Store 
in St. Louis 


Sr. Louis, Mo.—An exclusive Wil- 
bur Coon Shop has been opened in 
downtown St. Louis at 619 Locust 
street directly across from Famous- 
Barr department store. 

The new shop is unique in that it is 
strictly a parlor type shop with no shoe 
poxes visible. Comfortable roomy cush- 
joned wicker chairs are used, the en- 
tire room being heavily carpeted with 
taupe and old rose in small figured 
pattcrns, beautifully harmonizing with 
the two-tone ivory finish of the walls 
and ceiling. Soft lighting effects are 
used indirectly in a cove at the base of 
the domed ceiling, in addition to which 
two beautiful modernistic electrical fix- 
tures adorn the center ceiling. 

Two very large mirrors, one on each 
side of the room, are adorned with 
sma!! bracket lights at either side. In 
front of the mirrors spotlights are hid- 
den in the semi-balcony ceiling and 
these are used to bring out the color 
of shoes or hosiery and are very effect- 
ive. 

Thomas Nolan and John Eckhard, 
after more than 25 years of experience 
with various lines, decided to concen- 
trate exclusively on Wilbur Coon shoes 
and have opened this shop, which is in- 
corporated in the state of Missouri. 

Business started off very favorably. 
Many styles will be carried in extremes 
as well as normal sizes, ranging from 
1 to 12 in ten widths from AAAA to 
EEE, in the various combinations of 
measurements. 


Much Suede Being Made 


PraBoDy, Mass.—More than 300,000 
feet of suede leather is made daily in 
the Peabody district, according to one 
set of figures. This is enough for the 
production of 150,000 pairs of suede 
shoes daily. 





Steele Secretary 
of Southeastern 
Retailers’ Group 


ATLANTA, GA.—Harold Steele, until 
recently proprietor of Harold’s Exqui- 
site Footwear Store, in Atlanta, has 
been appointed permanent secretary of 
the Southeastern Shoe Retailers’ Asso- 
ciation, with headquarters in Atlanta, 
it is announced by Frank Stevens, dis- 
trict manager for Hanan & Son and 
president of the organization. 


Mr. Steele is very well qualified for 
this position, having been actively 
identified with the retail shoe business 
in the Southeast for nearly twenty 
years and enjoying a wide acquaint- 
ance among retailers and wholesalers 
in this district as well as the travel- 
ing salesmen. He is a brother of 
Hubert Steele, who operates a retail 
shoe store at Birmingham, Ala., and of 
Joe Steele, owner of the French Shoppe, 
Atlanta, and a former president of the 
southeastern association. 

According to Mr. Stevens, the prin- 
cial work to be carried on by the new 
secretary will be to visit the various 
cities of the Southeast and, if possible, 
organize at these centers local retail 
shoe associations, each of which will 
be affiliated with the Southeastern. 
This work will be carried on in con- 
junction with the National Shoe Retail- 
ers’ Association, and Mr Steele will 
have the active cooperation and assist- 
ance of James H. Stone, manager of 
the national body. By organizing local 
associations in this manner officers of 
the Southeastern expect the member- 
ship to be increased considerably, and 
confidently believe that the association 
will have at least 500 active members 
by the time the 1930 convention is held 
in Atlanta. 








New St. Louis Salon 











Interior of the new Wilbur Coon Shop in St. Louis, which has just 
been opened by Thomas Nolan and John Eckhard. 
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“TIONAL 
NAIKING Boon 


REG. US. PAT. OFF 


®, 


9, @ ©, O..2 


StyLe 317—Price $4.60 
Light SMOKE ELK 
GRISTLE RUBBER OUTSOLE 
RuspsBer HEEL 
Height 8 inches 
Suitable for members 
of the Girt Scouts and 
CAMPFIRE GIRLS 
organizations 


NATIONAL PARK 


Sport — a 

Hiking — 
Aviation 

BOOTS 

IN STOCK 


6 — STYLES — 6 


THE OTHER FIVE 


Style 300 Yellowstone 14 inch $5.90 
Style 310 Black Hills 14inch 6.00 
Style 311 Aviatrix 12inch 5.20 
Style 312 Rocky Mountain 14 inch 5.70 
Style 318 Grand Canyon 14inch 5.70 


SIZES 
5/8 A, 4/8 B, 24%2/8 C, 24%/8 D 


Terms 5% 10 days. Net 30 days 


Write for sample pairs or folder. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 


AURORA MISSOURI 


Makers of the famous Kewpie Twins Health 


Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 


























tell your customers — 


“Now YouCan Always Have Spotless Spats 


bv stores are the natural spat sellers. 


This Falls 
Spat Success: 


More 


men are wearing spats because of the low shoe 


vogue. In the past the 
principal resistance to 
spats was the ease with 
which they soil. Then 
there was the expense and 
trouble of frequent cleanings. 





, 
f 
( 


at eh A 





We have devised and now control 
a special spat cloth readily cleaned 





Sparton Spats 


Tans—Grays 
$18.00 per Dozen 

















inet 


Specialists 


for 
19 Years 


in just a few minutes by rubbing the spat with a damp cloth. 


CHAS. F. CLARK, Inc. 


1403-1411 W. Congress St. 


Chicago 3 














SHOE FIXTURES 
for Fall 


In new moderne designs, 
Two-tone woods and finishes 


Write for new catalogue. 





KLEE DISPLAY FIXTURE CO., Inc. 
MANUFACTURERS 


176 Atlantic Ave. Rochester, N. Y. 








90 












MANUFACTURERS’ OWN STOCK. 
BUY DIRECT FROM MAKERS. 
NO JOBBERS. NO en 
GENTS.—B. C. D. Widths LADIES.—A. B.C. D = 
Tan and Slack - Tan and Black - 
Tan Field Hoots Tan and Black 
‘Lan Jodhpurs - Jodhpurs - 


CHILDREN’S RIDING BOOTS. | 
D. Width - 9.75 and 11.00 


MANFIELD & SONS 


1629 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 
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Spanish Room Feature of 
San Francisco Store 


SAN FRANCISCO—Magnin’s store in 
San Francisco eliminates the feeling 
of commercialism by substituting an 
atmosphere of comfort and artistic ap- 
peal. The new building according to 
Grover Magnin vice-president of the 
company, is one of the first in the 
United States to introduce separate 
salons for all the various merchandise. 

Each salon has been planned to rep- 
resent a distinct period. The Spanish 
Shoe Room for I. Miller and Perugia 
footwear is entered through an artistic 
grilled iron gateway, from the Hosiery 
and Buckle departments. In this room 
one notes the absence of draperies, all 
decorations being typically Spanish. 
This is true of the lighting fixtures and 
wrought iron gateway and windows. 

The furniture is also Spanish, with 
chairs of heavy oak and Spanish 
leather. The furniture includes four 
heavy high back chairs of heavily 
carved oak upholstered in rich bright 
antique velvet. Large mirrors are used 
to carry out the Spanish effect. No 
stock is carried in view, all stock rooms 
being reached through arched door- 
ways, with a paneling of heavy carved 
oak. 

The lighting fixtures are of wrought 
iron and parchment of Spanish motif. 
Each chandelier includes a cluster of 
candles with a decoratel parchment 
bowl, which contains lights of 200 
watts each. The powerful lights in this 
bow! provide sufficient indirect lighting 
for commercial purposes. 

The walls are of plaster and are 
beautifully decorated. The unique foot- 
stools are of Spanish leather. Ar- 
ranged at various points on the floor 
are plaques, another decorative and 
utility feature. Customers trying on 
dress shoes step on these plaques in 
order to obtain an idea of how the 
dancing slippers will appear on the 
ball room floor. 

In addition to the beauty of the Span- 
ish Shoe Room and the Hosiery and 
Buckle sections, the management of 
I. Magnin has tried to carry out effi- 
ciency to a fine point. 












Milwaukee Waits 
for Consumers’ 


Ideas on Colors 


MILWAUKEE, Wis.—New York says 
the well dressed man this fall is going 
to wear an ensemble of shoes, gloves 
and hat in color. Blue is stated to be 
the introductory shade in the effort 
to get men away from the long ac- 
cepted colors. 

Milwaukee tanners and manufacturers 
of leather wear for men, such as shoes 
an gloves, are perplexed on just how 
far this color craze is going. 

“There has been a move to have 
men’s shoes in color,” reported J. A. 
Wilson of A. F. Gallun Sons, tanners. 
“I am not surprised at it, for many 
shoe concerns have been trying to get 
away from the somber shades. 

“Previous experience indicates that 
men will resist the novelty for a time 
and then it may become the rage. 
Styles are one thing that cannot be pre- 
determined but in any event the tan- 
ners are ready. The industry is pre- 
pared to produce leather in any color 
and has made preparations in event 
manufacturers of men’s shoes demand 
leather of a different hue than black or 
tan.” 

“Blue shoes are coming out this fall,” 
reported H. L. Nunn of the Nunn-Bush 
& Weldon Shoe Co. “We are going to 
manufacture for next spring a sport 
shoe of blue and white—but as for 
solid blue, the company will wait for 
public acceptance first. The most of 
the shoe business is in a stop-look-and- 
listen stage on the idea of color in men’s 
shoes.” 





New Firm Starting 


LYNN, MAss.—Callahan, Dolan & Co. 
recently incorporated, is to make nov- 
elty McKays in the Bresnahan factory 
at 162 Pleasant st. Stephen R. Calla- 
han, Charles E. Dolan and Greta Bres- 
nahan are the incorporators. Maurice 
E. Bresnahan,. who formerly operated 
the Bresnahan factory, is now with the 
Compo Shoe Machinery Co., at its Cin- 
cinnati office. 








Spanish Setting for Shoes 









An artistic and decidedly original treatment lends charm and dis- 
tinction to the Spanish room in Magnin’s store, San Francisco 
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JUSTIN 
BOOTS 


Standard of the 
West 
Since 1879 





( 4) , Quality 
/ Line 
Justin’s Celebrated Cowboy 


BOOTS 


For 50 years Justin’s 
have made Cowboy 
f Boots for the most 

exacting trade, “The 
American Cowboy”, 
qualifying “JUST- 
IN’S” as leaders 
among “Boot Build- 
ers”. 









Justin’s Famous Lace 
BOOTS 


“For All Outdoor 
Wear”. Many styles “In 
Stock,” some in widths 
A to E inclusive. All 
numbers have Patented 
Crimped Tongue, Steel 
Arch Support and other 
JUSTIN features. 










Justin’s Riding Boots 


For Men and 
Women. Done in the 
English manner and 
made by the same 
Master Craftsmen 
who fashioned JUS- 
TIN Cowboy boots, 
known the world 
over. Some numbers 
“In Stock”. 


Catalog on request 


H. J. Justin & Sons, Inc. 


Maxufacturers 


320 South Lake Street 





Fort Worth, Texas 

























THREE SPLENDID ILLUSTRATIONS 

of our ESTABLISHED POLICY ~- ‘7 

Slocking the LATEST INNOVATIONS §} 
AT ALL TIMES f 


tem 
“ 


ow! 
goo 


to 


Style 818. ‘‘Broadway’’ Made of Prado Brown Suede irri 
Style 819. ‘Fifth Avenue’ Made of Prado B Prac ‘g 7 y 6.00 
Suede and Prado Brown Calf. Zephyrwelt 2 and Prado Brown Calf. Zephyrwelt construction $ - 
— $6.00 In-Stock 
AAA5 —8 B3 —8 ’ ma) 


AA 4%—8 Cc 2%—8 
96 mal 
wo $a | , A4 —8 


In-Stock 


16/8 ‘‘custom built’ leather heel 15%/8 ‘‘custom built’’ leather heel J 4 


One of the strikingly new style features for Fall are “custom built” leather Con 
heels. This new “fashion hit” is sweeping the country by storm. ; ing, 


The “custom built” heels of our “Fifth Avenue” and “Broadway” modele ; Mr. 
are fashioned with perfect contour and are pitched, breasted and finished in 
with utmost skill representing real art in high grade shoe making. of t 


Style 817. ‘‘Marilyn’’ Made of Sierra Brown Suede with Eeote 
Brown Calf Trim. Zephyrwelt construction $5.75 fror 


In-Stock 


—9 
16/8 Full breasted Louis wood heel 


115 In-Stock styles are illustrated in our latest catalog. Send for it. trib 


PW.MINOR z= SON Ie. : 


IBATAVEA,ALYW. sia 


' 
+ P. Ww. Oe, bes Son, e unu: 
"You aught as well’ | Batavia, N. man 
y if a ; Gentlemen: Please nae yom latest antelss showing bra 
bes models that are rea ‘or shipment in large range n 
ave 7, e€ of sizes and widths. — ” - nam 
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SHOE SALESMAN 


reese are human and it is only 
human to be iritable occasionally. 
“Put let us not take a buyer’s un- 
pleasantness in a personal way. 
“Let it never ruffle our own good 
tempers. 
“! et it never spoil our own good day. 
“let it never shake us from our 
own normal brightness, patience and 
goo:| manners. 
“fi js just a part of our day’s work 
to be cheerful and patient with the 
irri.able buyer.” 
—F:om the Diary of a Traveling Sales- 
ma) 


ee PREAGER has become asso- 
ciated with the Jefferson Import 
Company, Inc., of the Marbridge Build- 
ing, New York, importers of woven 
sandals, buckles and fancy leathers. 
Mr. Preager has an unusual reputation 
in the New York shoe market as one 
of the finest shoe salesmen that travel 
outside of the metropolitan center. He 
was recently connected with Baker & 
Friedman. 

The entire sales force of the Jefferson 
Import Company, Inc., are now in their 
respective territories. Ed Preager, a 
brother of Jack, is covering the middle 
West and South. Ed Manheiner is 
selling sandals to retail stores in Hono- 
lulu while Sol Pine covers New Eng- 
land, New York and Pennsylvania. 
The men will be in their respective ter- 
ritories for the next six or eight weeks 
and, according to Jefferson Binder, a 
prosperous season is expected to result 
from their efforts. 


THE call for a conference of sales- 

men attached to the Columbus dis- 
tributing branch of the H. C. Godman 
Co., which was to have been held Sept. 
16, has been rescinded and instead of 
the usual conference the new samples 
for the spring season will be sent to 
the men on their territories. The fac- 
tory is busy designing the new models 
which will be sent out shortly after the 
middle of the present month. All units, 
located in Columbus and Lancaster are 
on a busy schedule and shipments are 
unusually large. T. A. McDonald is 
manager of the Columbus distributing 
branch, whic his operated under the 
Name of the Columbus Godman Co. 
The new models include all lines pro- 
duced, comprising women’s, men’s, 
bays’, girls’ and children’s footwear. 
(UTPS). 
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ERT BLANTON, sales rep- 
resentative of the Holland 
Shoe Co., Holland, Mich., man- 
ufacturers of men’s_ shoes, 
stopped in Atlanta recently on 
route on trip with fall merchandise 
over the Southeastern district. He de- 
clared that the outlook for business in 
the Southeast this fall seems to be un- 
usually good. 


RESIDENT 

Frank J. Lar- 

kin, of the National 

Shoe _ Travelers’ 

Association, T. A. 

Delany, National 

Secretary ; and 

Joseph Kalisky, 

chairman of the 

Membership Com- 

mittee, will be 

guests at a meet- 

ing of the Michi- 

gan Shoe Retailers’ 

Frank J. Larkin Association, to be 

held in Detroit, 
September 26. 

Elvin Pond, of Flint, Michigan, presi- 
dent of the Michigan association, will 
be in the chair, and addresses will be 
made, among others, by Fred Mittel- 
man, president of the Detroit Retailers’ 
Association. The purposes of the meet- 
ing are to bring about better cooperation 
between the merchant and the traveling 
man and to boost Detroit as the con- 
vention city for the 1931 conventions 
of both the travelers and the National 
Shoe Retailers’ Association. 


HICAGO shoe travelers and shoe 

salesmen from other cities intend- 
ing to depart from Chicago for the 
January shoe show in St. Louis will 
have opportunity to save excess bag- 
gage costs by concentrating their travel 
on one railroad between Chicago and 
St. Louis. Contingent upon twenty-five 
shoe travelers as a minimum purchas- 
ing their fare-and-a-half round trip 
tickets from Chicago to St. Louis on 
one road, that road will operate a bag- 
gage car in the interests of the shoe 
travelers waiving all excess baggage 
charges. 

Salesmen interested in participating 
in this co-operative effort should get in 
touch with Secretary Charles L. Heil- 
brun, 1440 East 52nd Street, Chicago. 


Bape seeped RAGLAND, Southeastern 
sales representative for the Brock- 
ton Shoe Manufacturing Co., left his 
Atlanta headquarters last week to at- 
tend a meeting at Brockton of the com- 
pany’s style committee, of which Mr. 
Ragland is a member for the Southern 


territory. 


A CROSSROADS of US where the 
NMIGHWAY CROSSES the Ee 


LINC 


C CLAYPOOL NOTE 


See What’s Happening in 
Indianapolis 


[ NDIANAPOLIS, Ind., has a popu- 
tion of 350,000 and is the real 
hub of the entire state, both in mer- 
chandising and in transportation. The 
interurbans, railroads and good auto- 
mobile roads bring a tremendous num- 
ber of shoppers to the city during the 
course of the year. It is estimated, for 
instance, that 35 per cent of the retail 
shoe business done in the city comes 
from out of town—making a total buy- 
ing population of 470,000. 

The sales in dollars per capita are 
low—about $14.70, which is explained 
by the big volume done in low priced 
shoes. Even though there are nineteen 
stores selling shoes at from $10 up, 
their combined volume, figured on a 
pairage basis, is only about 7 per cent 
of the total. 

There are 47 downtown stores with 
annual shoe sales totalling $5,258,000. 
About 65 other outlets sell annually 
$1,660,000. With the exception of two 
stores owned by outside interests, all 
of this downtown shoe business is done 
by subscribers to the New Boot and 
Shoe Recorder. There are also eighteen 
well rated subscribers in the suburbs. 


E. WILLIAM PRESCOTT, secre- 
¢ tary-treasurer of the Iowa Shoe 
Travelers’ Association, with headquar- 
ters in Des Moines, announces that the 
first of a series of fall and winter 
meetings will be held in the Hotel Fort 
Des Moines on Saturday, October 5. 
The following new members of the 
traveling fraternity recently have been 
elected to membership in the associa- 
tion: 

L. W. Christianson, representing 
Hoge-Montgomery; H. R. Danielson, of 
Newell, Iowa; Bert L. Bishop; and 
W. J. Zepp of Ottumwa. F. B. Crowley 
is president of the Iowa Association. 
and will preside at all meetings at 
which he finds it possible to attend. 
Mr. Prescott has just returned from 
a three months’ trip through his terri- 
tory in the northwestern part of the 
country. 


ERLEAU C. SMITH, former sales- 

man and later sales manager of 
the Utz & Dunn Co., of Rochester, and 
since the liquidation of that concern 
a shoe manufacturer in his home town, 
is just back from a selling trip through 
New York and Philadelphia. Mr. 
Smith is the business head of the 
Smith-Perkins Shoe Co., makers of 
children’s welts, corner of Mill and 
Andrews streets. Al. Perkins, his part- 
ner, is superintendent. 





With each new Season... 


Reptile Leathers re-establish 


? 


their Supremacy « 


ODAY, every stylist—buyer—merchandise 

man—recognizes the style importance of 
Reptile Leathers. In shoe windows from coast 
to coast the beauty of lizard and watersnake 
gleam smartly right up front. 

Ever since the House of Hecht first intro- 
duced them, Alpina Reptile Leathers have 
been the outstanding selection of knowing 
buyers. This Fall, as never before, Alpina 
Reptile Leathers are in dominant evidence. 

Alpina Reptile Leathers are famous for their 
true color qualities—their matchless retaining 
of pattern graduation—their softness and 

Shoe in workability. 
oe" RAaTEANaGD. Sold exclusively by the House of Hecht, 


sole American distributor. Send for samples. 


F. HECHT & COMPANY, Ine. 


(World’s largest distributors of novelty 
leathers and Alpina genuine reptile skins) 


44 EAST 32nd STREET 
NEW YORK CITY 


Alpina 
genuine 
REPTILE LEATHERS 
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Ege DAVIS, Chicago representa- 
tive for Thompson Bros. Shoe Co., 
has returned from a trip to the Brock- 
ton, Mass., headquarters, where he ob- 
tained the new season’s samples and 
contributed his opinion of trade condi- 
tions in the Central West. 

In almost every leading shoe center 
there is some one personality around 
whom the thoughts of visiting shoe 
travelers center, and in Chicago it has 
long been Dave. So well and widely 
known is he by his given name that 
wherever the name Dave is spoken in 
shoe circles the majority of hearers are 
apt to think of this active Chicago 
worker who has spent much time and 
energy in assisting other travelers in 
less fortunate circumstances. 


A® the result of an operation per- 
formed at the Evangelical Hos- 
pital, Chicago, Frank Klofath, Chicago 
shoe salesman, died last week in that 
city. 
Gaining his early shoe _ knowl- 
edge in the West Side store of his 
uncle, the late John Klofath, Frank’s 
neighborliness made it perhaps natural 
that he should work into the larger 
line of shoe selling, where for over 
thirty years he represented E. P. Reed 
& Co. and for many years was an office 
associate of Ralph Stadeker, dean of 
the “Matrix” sales organization. 

Mr. Klofath is survived by his widow 
and a daughter, the latter ten years 
of age; also by his parents, two 
brothers and a sister. 

Funeral services were conducted Sat- 
urday last at the chapel at 6238 Cot- 
tage Grove Avenue, with interment 
at Mount Greenwood Cemetery. The 
services were in charge of William Mc- 
Kinley Lodge, No. 876, A. F. & A. M., 
of which Frank Klofath was a member. 
He was also a member of the Shoe | 
Travelers’ Association of Chicago, and | 
many expressions of regret were voiced 
at last week’s meeting of the “shoe 





Your Prospects as Bright 
as the Other Fellow’s 


We cari look back recalling the 
days when we started on the road 
selling shoes and pick out those 
who succeeded, who surpassed 
and are recognized today as 
STARS—successful salesmen. In 
five years or ten years from to- 
day we can look back to the pres- 
ent and we will also find, perhaps, 
that another batch of fellow sales- 
men have attained the rank of 
“top notchers.” 

Now those who started out 
with us ten years ago, or those 
who are in the game with us to- 
day, have no better prospect than 
we. What is it, then, that puts 
them ahead? Check back—single 
out the fellows whe made good 
and you will find out they were 
the “diggers”—those who plodded 
along faithfully and who were not 
averse to giving up their leisure, 
their social activities, ete. They 
were the fellows who kept right 
at their job working, thinking, 
doing everything to SELL MORE 





| 





boys” who knew and loved this earnest, | 


consistent worker in the ranks of the 


shoes. That’s the answer. 
—From a letter sent to salesmen 
of Harsh & Chapline Shoe Co. by 
Fred W. Moritz, general sales 
manager. 











R. SHRIGLEY, of L. B. Evans 
eSons Co., Wakefield, Mass. who 

has just returned from a trip, says that 
business in slippers is better in all 
grades from stitchdowns for children 
to fine turns for men and women. The 
gain has been going on for months. It 
may be that radio is responsible. Peo- 
ple are spending more time at home 
in slippered ease. Or it may be that a 


| lot of folks, especially women, have a 


way of kicking off their street shoes 
and putting on slippers just as soon as 
they get home. But the chances are 
that the real reason for improvement 


| in the slipper trade is the fact that 


shoe men. 
CX= of the “go-getter” type of re- 
tail shoe dealers in the Central 
West is contesting the practice of trav- 
eling shoe salesmen writing out the 
orders which retailers place with shoe 
travelers, or shoe travelers sell to re- 
tailers, according to the reader’s point 
of view. The contention from the 
critic’s angle was backed up last week 
when a RECORDER representative was 
shown a duplicate for many pairs of 
shoes bought, wheron the abbrevia- 
tions and rapid writing of the salesman 
made it difficult or impossible for the 
retailer to refresh his mind as to just 
what descriptions of shoes had been 
purchased. 

More accurate records of business 
constitute part of the advantages of 
mass pad moll and as retailers with 
their own names over the doors em- 
brace these better records fewer losses 
will result and competition will be met 
more effectively. It has been this angle 
of shoe selling which has prompted the 
RECORDER to build and sell its stock 
record system, special order forms, 
price tickets, etc., but to get back to 
the main question: Who Should Write 
the Order—Salesman or Buyer? Let 
the replies come! 
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merchants are selling slippers every 
day of the year, and are keeping stocked 
up on sizes, so that they have slippers 
to fit when people want them. The old 
way of making slippers a specialty 
during the Christmas season and then 
forgetting them for the rest of the 
year, is passing with other old cus- 
toms in merchandising. 


HE Riley Shoe Mfg. Co., of Colum- 


bus, Ohio, has recently appointed 
M. J. “Marty” Bolger as representative 
for the New England states, carrying 
their line of Compos, welts and McKays 
for women. Few salesmen in any ter- 
ritory have a more intimate acquaint- 
anceship with their trade than “Marty” 
Bolger. His 16 years’ connection with 
Williams, Clark & Co., Inc., and later 
with Sargent Shoe Co., both of Lynn, 
have given him a thorough education 
in what constitutes good shoe value. 
He has just returned from a prelim- 
inary trip over part of his territory. 


J. TOBIN, who has traveled out 

* of the Boston market for many 

years, has just taken on the welt line 

of Gray Bros., of Syracuse, N. Y. He 

reports that his orders for fall show 
about 50 per cent suede. 
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RED MOCK, one of Rochester’s old- 

time shoe salesman and a early 
member of the Rochester Association of 
Traveling Shoe Salesmen, died a few 
days ago at Schenectady after a pro- 
tracted illness. He was a brother of the 
late Alfred Mock, also for years a well- 
known shoe traveler. The burial took 
place at Rochester Sunday morning, and 
was attended by a delegation of the 
“Ratss” headed by President A. J. 
McLeod and Secretary Clarke B. Row- 
ley. For a number of years Mr. Mock 
had traveled for W. C. Goodger, Inc., of 
Rochester. He was known all through 
the trade and by his employers as a 
faithful and conscientious worker. He 
won a large measure of success. He 
is survived by his wife and several 
daughters. 


;DDIE GORDON, an enthusiastic 
member of the Rochester Asso- 
ciation of Traveling Shoe Salesmen and 
for several years a member of the 
welfare committee, has left Rochester 
to enter the employ of the Vulcan Last 
Co., of Johnson City, N. Y. Mr. Gor- 
don has been a salesman for the Schel- 
ter Last Co., of Cincinnati, for the past 
ten years. President McLeod, of the 
salesmen’s association, says the loss of 
Mr. Gordon from the ranks is a severe 
blow to the “Ratss.” 


66 TIMMIE” GORMAN, known in all 

parts of the country as an expert 
on children’s shoes because of his six- 
teen-year association with Rice & 
Hutchins, Inc., promoting the sale of 
children’s Educator shoes, has ac- 
cepted the position of sales manager of 
the Melanson Shoe Co., of Lynn, Mass. 
In addition to his managerial work, Mr. 
Gorman will cover the larger cities of 
the country with the Melanson line. 
He left on his first trip September 14 
and will not return to the factory for 


some time. 
‘Tou JOHNSON, Southeastern sales- 
man for the Betty Shoe Co., Brook- 
lyn, N. Y., manufacturers of women’s 
shoes, left his headquarters in Atlanta 
the early part of September for a 
swing about the Southern circuit with 
his new fall and early winter merchan- 
dise. George Lewis, of Kurz & Lapi- 
dus, Brooklyn, and Ernest Caruso, of 
Mackey Shoe Co., also of Brooklyn, are 
other Atlanta footwear salesmen who 
recently went out for a trip through 
the Southern territory. 


AUL G. WILLIAMS, who has been 

engaged in the real estate business 
in Portsmouth for several years, has 
joined the sales force of the Selby 
Shoe Co., and will cover Eastern terri- 
tory with headquarters in Philadelphia. 
He will sell the Selby line other than 
the Arch Preserver. 


E. BRUDER, well known traveling 

e salesman, has become connected 
with the Roberts Shoe Co., of Boston, 
under Stanley Wass. Mr. Bruder will 
leave for the Southwestern territory as 
soon as he has studied the line thor- 
oughly and has had his samples built. 








WHERE TO BUY 
Men’s Shoes 
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The 
MOMEST ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ea 
KUMFORT-ARCH SHOE 


MADE Cavern bY Tet 
EMERSON SHOE MFG CO 
POC KLAND, Mase 


FR SHOE 
For MEN 


(P) M. A. PACKARD CO., Makers (P) 
——__. BROCKTON 


BOSTONIANS 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 












































NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 











MEN’S FINE SHOES 
IN STOCK 


FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN CO. 
RANDOLPH, MASS. 























Milwaukee Shoe 
Factories Busy; 


Additions Planned 


MILWAUKEE, WIs.—(UTPS) The lo- 
cal situation in shoe production is in 
very satisfactory condition as about all 
of the plants are running to capacity 
and a few of them are unable to keep 
up with orders. Several companies are 
planning additions. A full tine fall 
production period is looked forward to. 

One of the largest manufacturers in 
this country, the Harsh and Chapline 
Shoe Co., 694 Hanover Street, is today 
making more pairs of shoes than ever 
before. The plant is at peak produc- 
tion, getting out over 9000 pairs of 
shoes each day! According to Fred W. 
Moritz, of the above firm, salesmen are 
meeting with unusual success in all 
lines. Even colored shoes such as blue, 
are being accepted with enthusiasm in 
all parts of the country and up to this 
writing a number of repeat orders on 
blues have been received. Mr. Moritz 
looks forward to a splendid fall busi- 
ness, as do other shoe men here. 

H. A. Unke, formerly with the Harsh 
& Chapline Shoe Co., but now with the 
Chapline-Mayer Shoe Co., 166 Walnut 
St. states that his firm is also busy and 
that the year so far has been a very 
good one. Salesmen from all sections 
of the country are reporting a fine busi- 
ness. If business keeps up for the bal- 
ance of the year as it has been up to 
now, 1929 will have set a production 
record. 

Other manufacturers state a full time 
program is in force. The B. B. Shoe 
Co. is planning an addition to take care 
of increased business. The Nunn, Bush 
& Weldon Shoe Co. is in high produc- 
tion, as are many other well known 
Milwaukee concerns. 


20th for Golden Rule 


NEWARK, N. J.—The 20th store of 
Golden Rule Shoes, Inc., chain of shoe 
stores, opened here on September 5. 





| Baltimore Store Adds Men’; 
| Shoe Section 


| BALTIMORE, Mp.—Another retail - ho 
| outlet added to the retail shoe fiel:| o; 
| Baltimore, Md., is that of Henry’s, | 15. 
| 117 East Baltimore street, which ha 
a shoe department in 


opened W hich 


| Nunn-Bush shoes will be featured ex. 





This is the first time Henry’; 
It is an ex. 


clusively. 
has ever sold men’s shoes. 


clusive men’s wear store, owned ani 
operated by the Hecht Co., which own § 


and operates The Hub, Hecht Bs, 
and the other stores in this city, the 
Hecht Co. in Washington, D. C., and 
the Hecht Co., of New York. 

An exclusive Nunn-Bush shoe ¢e. 
partment had been maintained in this 
city for about a year in Cahn’s Quility 
Shop, a men’s wear store at Libor 
and Baltimore streets. This store x 
cently discontinued business. The | irg, 
clientele enjoyed by Henry’s, shoul 
make the new shoe department a p \pu. 
lar one. 


Sidney Siegel Basement 
Buyer for Hutzler 


BALTIMORE, Mp.—Sidney D. Sivge! 
formerly shoe buyer for Joel Gutnan 
& Co., department store of Baltimore 
Md., has been appointed buyer for th 
downstairs shoe department to 
opened in October by Hutzler Brot er; 
Co. department store, also of this city 

Mr. Siegel is well known in rvtai 


| shoe circles, having been identified with 
| the retail shoe business for many years 


During his more than three years a: 
shoe buyer for Joel Gutman & Co. he 
more than tripled the business of the 
department. 





Goes to Germany 


LYNN, Mass.—W. E. McKenna has 
gone to the R. Dorndorf factory at 
Breslin, Germany, to superintendent 
the production of Littleway shoes. Mr. 
McKenna was for some time in the 








New Department in Georgia 


factory of A. L. Little & Co. 











2 fon APR wile Se 

















Opening window display of new shoe department of Z. P. Allen & 
Company, Macon, Ga., operated by Bomar-Rau Shoe Company. D. F’. 
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Hardwick is manager and George E. Withers, display manager 


Boot AND SHOE RECORDER 
combining THE SHOEF RETAILER, Sept. 2 





1929 




















pres 
retu! 
an < 
prul 
Cont 


; cent 


visit 
Cze 
ent} 
for 
1930 
for 


Sal. 


of s 
shoe 
wee 


the 


tak: 
on 
tak 
ope 
7 


put 
nov 
ploy 
is § 
busi 
the 
G 
com 
idea 
Mic 
ten< 


has 
Ave 
styl 








n Which 





Adolph Heilbrunn Back 
from Europe 


NEW YorK—Adolph 
president of Golo Slipper 


Heilbrunn, 
Company, 


returned last week on the Bremen from | 


Labor Settlement 
Stirs Haverhill 
to New Activity 


an extensive trip abroad. Mr. Heil- | 


brunn made a complete tour of the 





WHERE TO BUY 


Men’s Shoes 








red ey.f) Continent and contacted various style Economist, Experienced in 
Henry’ enters for style information, also . . 
S an ex. visit d the Golo Slipper factories in Adjusting Labor Problems, 
ned and Czechoslavokia. Mr. Heilbrunn is very Ma s 
ch owns; enthusiastic about the potentialities | de Mediator 
t Bros, for woven sandals for the season of HAVERHILL, MaAss.—Norman Ware, 
ity, the 1930 and predicts a prosperous year | who recently was chosen by the labor 
+» and for his company. | unions of Haverhill as their business 
, —_—-- agent and representative in such 7 
oe de. Cor, ters as might need adjustment with the : 
Qu this Salem hss. od a b shoe manufacturers of the Haverhill > STEADY PROFITABLE 
u lity ove Oo Ww Shoe Manufacturers Association, is Ue 
Teer BUSINESS IS WANTED SELL- 


Lib ort 


now in full charge there and fast 


tore re. /eWBURYPORT, Mass.—The largest bringing order out of chaos. 

ne large veral recent additions to the local Mr. Ware is a graduate of Toronto 
should industry was accomplished this | University and has been until quite re- 
A Pp pu. with the removal to this city of | cently a professor in Wesleyan Uni- 


reorge W. Herrick Shoe Company 
Salem. The Herrick company has 
1 a lease of the A. E. Little factory 
‘earson’s wharf and has already 
possession and started cutting 
rations. 
e company will have a daily out- 
f 1800 to 2060 pairs of women’s 


ty McKay shoes and will give em- | 


rent to over 300. The company 
giving priority to local help. The 
siness is regarded as a big asset to 
‘ity. 
eorge L. Herrick, president of the 
any, regards Newburyport as an 
center for shoe manufacturing. 
hael Lucy of this city is superin- 
lent of the Herrick company. 


Opens New Store 


Detroit. (UTPS)—Arthur I. Lipsitt | 


has opened a store at 10542 Jefferson 


Avenue West, River Rouge, under the | 


style Murray’s Shoes. 


versity where he taught economics, and 
has also had much experience in ad- 
justing labor difficulties, especially in 
the clothing manufacturing trade of 
Rochester, N. Y. 

The appointing of a single individual 
to represent the shoe workers in every 
case in dispute removed one of the most 
annoying features which the shoe 
manufacturers had to contend: with, as 
previously each branch of the manu- 
facturing industry had its own agent. 
The result of the adoption of this new 
method with its accompanying joint 
| agreement is seen in the renewal of 

activities in the Haverhill industry. 





On European Trip 


PEaBopy, Mass.—“Phil” Carr, of the 
Carr Leather Co. and Mrs. Carr sailed 
the other day for Italy. Thomas H. 

| Mulherin, of the Turner Tanning Ma- 

chinery Co. and Mrs. Mulherin, sailed 
with them. 








A Window Display Down South 











N. Y.—915-917 Marbridge Bldg. 





THE 


SHOE 


Beston—183 Essex Street 








WHERE TO BUY 


Shoe Ornaments 


SHOE 
ORNAMENTS 


for 


MANUFACTURER 
and 
RETAILER 


REYNOLDS Qe COMPANY 


Providence, Rhode Island 











6 he ere 


WHERE TO BUY 


Store Fixtures 


6 ee ee 


HAVE YOl A COPY OF THE 
NEW GOODWIN CATALOG | 
| 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 
‘ L. GOODWIN & CO., Ine 


An attractive display window in Pollock’s Cinderella Store, Spartan- 0 ~ 
rceester v 4s 


burg, S.C. George A. Gilder, formerly of New York and Philadelphia, 
is now general and display manager for Pollock stores 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


6 6 A A A 





PARISTYLE FOOTWEAR MFG. CO.,INC 


Factory and Salesrooms 
40-46 West 25th St., New York City 


Tas 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 








In Stock 


<NANS 
anne 


Men’s and 
Women’s 
“Companion- 
ate” Slippers 


Turns only—Cata- 
log on 


$2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 


\ 


i 
ps 


request. 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


Prices from 
3 50 W. 8S. CHASE & SONS 
_ Haverhill, Mass. 


Brockton Factories 


Continue to Gain 


BrockTon, Mass.—The high rate of 
industrial activity which this shoe cen- 
ter has maintained for the past seven 
months, was more than maintained 
during August when shipments totaled 
approximately 50,000 cases, lifting to 
more than 60,000 cases the increase in 
production that has been made in the 
eight months of this year to date. 

There has been a slight easing of 
work in some of the plants turning out 
so-called job shoes, but factories mak- 
ing higher grade shoes are exception- 
ally busy. The call for help in some of 
the cutting rooms and stitching depart- 
ments still is brisk with the demand 
being fully supplied. 


New Christianson Store 
in Salt Lake City 


SALT LAKE CiTy, UTAH—The new 
shoe store of Norman Chrstianson is to 
be opened on Broadway about Sept. 15. 
The store is in a brand-new building in 
the same location as the old store. 
Only women’s and children’s shoes will 
be carried. The street floor will fea- 
ture two popular prices, while the base- 
ment will specialize on $3.85 shoes. 

While the building was being rebuilt, 
the business was continued on the 
mezzanine of the Community Building, 
a few doors east. This latter location 
will continue to be a shoe store, as it 
has been purchased by Mr. Christian- 
son’s brother, Bert. The name will be 
changed to Diamond Shoe Store No. 3. 





Suedes in Texas 














Boston Office: Room 501, Statler Bldg. 








Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 














Winn jHytiI! 
GEN Atl FO 2d 
ERAL FOOTWEAR CORP 


476 BROADWAY New YORK 








MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Illustrated Catalogue 


eautiful oudoir ee wear 
| me Res. & F einroth 
7 East 17th Street New York 


a 

















Krupp & Tatfly So. | 


> O01 MAIN AT WALKER <Qce 


The Fall Mode 
Now Emphasizes 


Velvet-tone Suede. 


With the prominence given 
to velvety fabrics for fall, it is 
important to note that the 
Footwear most complemen- 
tary to them will be of Suede. 
‘Even now new models using 
Suede are making their ap- 


co-starri 

new “Rice Grained” reptilian 
leather group. Truly, the fall 
season at ey Fe Tuffly’s 
will be a most brilliant one! 


BAGS ... HOSIERY. . . COSTUME 

JEWELRY ... in the falltime manner also | 
make their appearance to perfect the en- 
semble. q 
] c 
Here’s an early fall ad by Krupp 
& Tuffly, which indicates that 
suedes are the thing in Texas. 











Traffic 


(Continued from page 37) 


at the rear of the store has been cop. 
structed, reaching through from Tele. 
graph Avenue side to Broadway. One 
ramp is on the first floor level, where 
all freight and express is received, and 
the second ramp descends into the 
basement, serving the delivery depart. 
ment. When freight is received in the 
concourse at the first floor level, the 
shipment is weighed, checked for num. 
ber of packages, marks, numbers, etc, 
and then conveyed to the fourth floor 
to the marking room, then to the stock 
room on this same floor, or direct to 
the stock rooms of the respective shoe 
departments. 

Elaborate plans were made during 





the construction of the new building 
for comfortable quarters for employees 
on the main roof. A Spanish patio 
serves as a pleasant spot to spend re. 
lief hours. Gay striped awnings, vine. 
covered trellises and outdoor furniture 
adds to the attraction of the roof gar. 


den. 

The fifth floor structure, bebind the 
patio, is devoted entirely to the Cap- 
well employees. A complete cafeteria, 
decorated in Spanish style, supplies 
food at minimum cost. 

Smoking rooms for men and women 
employees are provided for their use 
during the noon hour and during morn- 
ing and afternoon relief periods. Si- 
lence rooms offer rest and quiet be- 
tween working hours. 

The Lamson vacuum tube service 
forms a network of communication be- 
tween the shopping floors and a main 
dispatch room on the mezzanine floor. 
This pneumatic system transports the 
change or sales tags for charge au- 
thorizations from purchaser to head- 
quarters and back. 

There are individual display win- 
dows, the backgrounds of the windows 
being handled in smart and simple 
modern decoration, with panelling and 
reliefs of modern ornamentation on the 
wide upper molding. The windows are 
equipped with the Frink lighting sys- 
tem, consisting of footlights and in- 
direct lights-overhead, which enhance 
the beauty-and true color of the goods 
on ‘display. 


Goes with Field Co. 


Des ‘MOINES, Iowa—R. J. Barnes, 
with the W. L. White Shoe Compny 
here for 35 years, has become asso- 
ciated with the Field Shoe Company, 
which recently purchased the White 


company. 

Both the White and Field companies 
are pioneer concerns here. The for- 
mer concern -passed out of existence 
with the merger. 


Daly Increases Again 


LYNN, Mass.—Daly’s Golden ule 
Company has taken two more floors in 
the Barnard Building, and, after it 
brings this new space into action, it will 
be making more than 10,000 pairs daily. 
It makes novelties mostly, and some 
health shoes, for the chain store trade. 
It ‘produces welts, turns and McKays. 
It now has’ three factories, two in 
Lynn and one in Beverly. It also cper- 





ates a wood heel factory. 
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Why the Style-Wise 
Watch College Trends 


[CONTINUED FROM PAGE 35] 


special departments have been opened 
to cater to tastes and preference of 
college men and young men who follow 
college styles. 

The shoe business, unfortunately, has 
not been quite so alert to recognize the 
possibilities in collegiate business. 
Manufacturers, or some of them at 
least, stil’ have the idea that the col- 
lege man buys shoes as cheaply as he 
can and wears them as long as he can 
without regard to their appearance. 
If there be any grain of truth in this, 
where lies the fault? But, as a matter 
of fact, it isn’t true, at least to any- 
where near the extent that it used 
to be. 

Some men’s shoe manufacturers con- 
tend that the college man isn’t the 
arbiter of men’s styles in shoes. Per- 
haps not in an absolute sense, for the 
well-dressed business man has ideas 
about the types of shoes he prefers, 
which in some respects are sharply at 
variance with those of the college man. 
As a rule, he doesn’t favor such heavy 
soles or leathers; he is less inclined to 
the broader toe effects, and he doesn’t 
like his shoes as “doggy.” 

Nevertheless, style ideas developed 
in the colleges have played and are 
playing a tremendously important part 
in influencing the trend of men’s shoe 
fashions generally. Who was it that 
started this business of wearing ox- 
fords the whole year round? The col- 
lege man. Who was mostly responsible 
for introducing the brogues and wide 
toe effects that swept the country a 
few seasons back? The college man. 
Who started the big demand for black 
footwear that developed three or four 
years ago and still persists to a large 
extent? The college man when he took 
to dark blue suits and perceived that 
black shoes set them off to better ad- 
vantage than tans or browns. Who 
led in the reaction in favor of leather 
heels after they had so nearly passed: 
out of the picture so far as the aver- 
age run of men’s shoes was concerned? 
Again the college man took the initia- 
tive and other men, of all classes, fol- 
lowed his lead. 

So it behooves the wise shoe mer- 
chant and the successful buyer of men’s 
footwear to watch these young fellows 
to whom other young men and men 
in general are looking more and more 
for style inspiration. Go after the 
young men’s business, play it wisely 
and for all it’s worth, and see your 
volume and profits in men’s shoes grow. 
And if you want to keep in touch with 
the source of authentic information on 
young men’s styles, study the college 
man and know what sort of shoes and 
apparel he favors most—and why. 


New Store in Lancaster 


LANCASTER, PA.—William H. Pfoutz, 
formerly associated with the corrective 
fitting department of the Walk-Over 
shoe store in Philadelphia, has opened 
a retail shoe store at 19 East Orange 
Street, Lancaster, Pa. He will handle 
shoes at $5 and $6 exclusively. Mr. 
Pfoutz is a native of Lancaster and 
was for a number of years connected 
with Shaub & Company, retail shoe men 
of Lancaster. 
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Wholesale Shoe 
Sales Increase 
in Southwest 


ATLANTA, GA.—According to the 
current monthly business report of the 
Federal Reserve Bank of Atlanta, is- 
sued the early part of September and 
covering general sales and business 
conditions in the group of Southeast- 
ern States for July, the volume of 
wholesale shoe sales in the territory 
for that month was about 1 per cent 
better.than during the July of 1928, 
and about 5 per cent larger than dur- 
ing June of this year. 

All of the reports received assumed 
an optimistic attitude over the outlook 
for fall trade, and predictions were 
freely made that the 1929 fall season 
in the Southeast will likely prove one 
of the best of the past five or six years. 
Collections were reported by the shoe 
wholesalers to be rather slow, but with 
the outlook more promising during late 
summer and fall. 

About fifty of the leading depart- 
ment stores of the district reported 
their sales in July to have averaged 
about 2 per cent less than during the 
same month last year, the five leading 
Atlanta stores being the only ones to 
report a gain, sales of department 
stores in this city being about 8 per 
cent better than last year. For the 
first seven months of this year—Janu- 
ary to July _ inclusive—department 
store sales in the Southeast were ap- 
proximately 2 per cent lower than they 
were the first seven months of 1928, 
but in Atlanta were about 3 to 4 per 
cent larger than they were during the 
corresponding seven months of last 
year. 


New Concord Store 


Concorp, N. H.—The National Shoe 
Store has opened at 84 North Main 
Street. This is a branch of the M. 
Brams Shoe Stores, Inc. of New York. 

Hosiery, leather bags and purses, 
are shoe accessories that are carried, 
and there is a department for novelties 
in jewelry in the front of the store. A 
feature was made, on the opening day, 
of beads, necklaces and pendants. 





In Appreciation 











Testimonial to the devotion of 
Elmer J. Bliss to his native town 
of Edgartown, Mass., presented 
by the selectmen and inhabitants. 


6 8 es 


WHERE TO BUY 
Men’s & Women’s 
Slippers 
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‘The Last Word in Quality Slippers 





TUPPER SLIPPER CORP, 
200Tillary St. Brooklyn,NY. 








STRAP SLIPPER 
Center Buckle 
Patent $1.60 

Satin $1.60 
Velvet $1.60 
Pat. Gun Metal 


$1.75 
The Natalie 
Slipper Ce. 
Haverhill, 
Mass. 
Terms 7% 
Strictly 10 
Days 








LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 
Year-Round In Stock 
SERVICE 


Send for 
Catalog 
Prices 
$2.10 up 


ABBOTT 
SHOE Co. 
N. Reading, Mass. 
Boston Office—Room 502, Statler Bidg. 
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WHERE TO BUY 
Shoe Label Printing 
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(GIS) SHOE CARTON LABEL 
Gp SPECIALISTS _| 
PT PRINTERS. DESIGNERS AND ENGRAVERS [ 


THE AMERICAN PRINTING ¢° LABEL CO 
314-316 E 12th St. CINCINNATI. OHIO 


lll: 
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WHERE TO BUY 


Ballet Slippers. 


8 8 ht | 





Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Designed 
Wemen’s Children's 
se $1.40 


Lefts and Rights 


in Ne. 100— 


Growing 
Stooa ie. 508 - so 
H. F. MALOTT SHOE CO. Manufacturers 
Girard St., Chicago 








In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 

Misses’ $1.20 pair 

Childs’ $1.15 pair 
mes SHOE CoO., INC. 


7 Daane Street 
New York City 








BALLET SLIPPERS—IN STOCK 


of the unusual kind 
B102 as xia, ant Tura 


aan 6 o- 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 7 » 1.45 
Also d Toes 
SCHWARTZ & SERDER, ne. 
a a/ in Ballet and Comfort 
1ith St., Philadelphia. PF: Pa. 











NEW HARD) yr 


* KENDALL TOE BALLET “| 


BALLET SLIPPERS 
IN STOCK 


Orders filled 
day received 





Women’s Bik. Kid 
$2.65 


Misses’ 

Children’s 2.55 
White on —. 2.65 
Satin on order.. 2.80 


Ski) FOR CIRCULAR DEPT. C. 


% KENDALL SHOE COMPANY > 
HAVERHILL, MASS. 

















Rights and Lefts 
Twe Grades 


Wos. Miss. Ohi. 
$1.60 $1 45 $1.40 
1.86 1.80 1.25 


Im Stock 
'?8 West Monroe 











BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childs 
soe——( Tee Grade) a og 1.40 1.35 
Coast Prices Sitgntly ig 


1.25 1.230 
Brooks Shoe Mfg.Co. 
Philedelphia— 
Swanson and Ritner Sts. 


Les Angeles—116? So. Hill 8t. 


IN 
STOCK 


Activity in 
All Branches 
of Industry 


Shoe Shops, Tanneries and 
Supply Factories All Busy 


LYNN, Mass.—The tide of business 
continues strong here, with shoe shops, 
tanneries and supplies factories operat- 
ing briskly all along the line. There 
is an abundance of leather and ma- 
terials, and it remains for manufac- 
turers and merchants to get them on 
to the feet of the great and ever in- 
creasing army of pavement pounders. 
Fast style firms will spring some sur- 
prise styles, on or about Columbus Day, 
believing that by so doing they will 
step on the gas and accelerate the pace 
of sales for the remainder of the year. 

One of the largest producers, doing 
business in increasing volume, and 


hence a pretty good barometer, re- | 
ported last week that suede calf and | 


grain kid continued its leading stock 
by far, and that its foremost colors 
are blacks and browns. Like other 


Lynners, -it welcomes business in vol- | 


ume, for it can keep the costs of its 
shoes and improve them in quality 
when it can buy the makings of them 
in quantity. The shoes of this firm, 
by the way, are Littleways, and they 
have an excellent reputation, particu- 
larly in the New York market for their 
quality as well as their style. 

One of the most important problems 
of the trade at this moment, as Lynners 
view the situation, is to maintain the 
present rate of sales and, by so doing, 
check the slowing down movement that 
usually comes toward the end of the 
year. 

Shoe manufacturers already are 
sampling colors for next spring, es- 
pecially the beiges, in light and dark 
tones, and tanners are supplying them 
with dozen lots of skins. But thre 
are at least 20 weeks in which to make 
and merchandise shoes before it’s time 
for spring sales. 

Mellow leather is wanted. That’s a 
new topic. A mellow leather is one 
that is well tanned, and free from 
acid. It’s a supple stock, easy on the 
feet. Women who dance like mellow 
soles on their shoes, for then their 
sweatty feet do not burn. The same is 
true of women who play cards, or 
sit in a warm theater to watch the 
movies. Customs of people, as well 
as the sizes and shape of their feet, 
must be watched. 

Pumps are such good merchandise 
that one firm is specializing on them, 
and is announcing that it is “The 
Pump House.” Its pumps all are 
dressy. Yet oxfords and ties both come 








Correction 


In the two page advertisement 
of The Pontiac Shoe Manufactur- 
ing Company, in our issue of 
Sept. 7, the retail price should be 
“$6.50 to $7.50,” instead of “$6.80 
to $7.50”—and the firm’s address 
— Ill., instead of Pontiac, 

ich. 

















Success in Serving Youth 


CHIcaGo—The Chicago Theatrica] 
Shoe Co., with headquarters in “he 
Republic Building and factory on South 
Wabash Avenue, is increasing the com. 
pany’s second Chicago salesroom at 159 
North State Street by a recently ac. 
quired lease on added space. The in- 
terior decorators at work last week have 


| rendered the premises invitingly at- 


tractive. 

“There is a decided growth in the 
demand for dancing slippers,” «aid 
President Hoffert last week, “and «ven 
entirely outside of the professional 
channels. Mothers are determined 
their youngsters shall be graceful and 
the physical instructors are boos'ing 
dancing from the standpoint of better 
blood circulation and good health -en- 
erally. This is resulting in chil: ren 
as young as three and four years s‘iart- 
ing in on ballet, toe and tap danc ng; 
and the retail merchant awake to t iese 
profit possibilities is turning the situa 
tion to account to make customers and 
money as well. 


Selby Factory Executive- 
Meet 


PORTSMOUTH, OHIO (UTPS)—I ter- 
esting addresses were made by Roger 
A. Selby, president and general mian- 
ager; L. M. Doty, sales manager, and 
Dr. C. L. Ferguson, plant physi: ian, 
at the first of the series of fall and 
winter meetings of the Selby Super- 
intendents and Foremen’s Associa‘ ion, 
held Sept. 10. 

President Selby congratulated the 
members of the association on the fine 
spirit of cooperation which has devel- 
oped and on the better workmanshi) in 
all departments of the factory. 

Sales Manager L. M. Doty gave an 
interesting talk on his recent tour of 
the United States and Canada. In his 
tour, which extended from coast to 
coast and from the Gulf into Canada, 
Mr. Doty held conferences with dozens 
of retailers and Selby salesmen. He 
reported that the Selby line is being 
received enthusiastically over the coun- 
try at large, which is largely due to 
the new line of samples designed about 
six months ago. He reported that the 
plant is enjoying the biggest business 
in years, and urged all superintendents 
and foremen to continue the fine work- 
manship and to strive to better their 
work. 











along in the fall. Theo ties are m 
tioned in the dress lines. New stepi 
models have appeared. The gores, i 
the throats are concealed by tab 
leather, or ornaments. A new tong 
on a pump, is built up in tiers, lik« 
pyramids of Egypt. Shark tong 
and. lattice woven tongues, have 
peared in oxfords. Punched pumps 
still on the fashion page. A few st’: 
are so wide it’s difficult to see how ' 
could be any wider, without ma‘<i 
the shoe top heavy. Fabrics, |i 
moires and satins, are used for nove 
oxfords, of new design. They 
embroidered eyelets. Thread 
needle designs, which are clever, < 
often chosen by women who ad 
needle work. Some of the new 
are quite complicated. Yet they 
done with the single needle mac!:i 
The trick is to set the stitch level : 
uniform. 
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Tanners’ Council to Meet 


in Washington 


The executive committee of the 
Tanners’ Council announces that 
the annual meeting of the asso- 
ciation will be held at the May- 
flower Hotel, Washington, D. C., 
on Thursday and Friday, Oct. 24 
and 25. 

In selecting Washington as the 
meeting place, the executive com- 
mittee has given consideration to 
the fact that many members of 
the tanning industry will desire 
to have conferences with their 
senators in connection with the 
pending tariff bill. As a matter 
of convenience to them, therefore, 
Washington has been selected. 

It will be recalled that at the 
directors’ meeting in White Sul- 
phur Springs last June it was de- 
cided to hold the annual meeting 
at Niagara Falls, Ontario. In 
view of the fact that the Clifton 
House at Niagara Falls closes the 
latter part of September, it was 
necessary to abandon the idea of 
meeting there. 











— 


Cincinnati Factories 
at Near Capacity 


CINCINNATI, O.—Everything is mov- 
ing along pretty smoothly in the manu- 
facturing district, with the majority 
of factories operating at low capacity. 
Quite a nice volume of unfilled orders 
are on hand with salesmen in terri- 
tories soliciting late fall and winter 
business, it appears that operations can 
continue through what has at times 
been a slack period. 

One manufacturer, in commenting on 
the late fall and winter style situation, 
recently said: “If the fad for uneven 
hemlines in women’s dresses continues 
through winter, the high heel, long 
vamp tyue of shoe is going to be very 
much in demand. In colors, it now 
appears that the darker shades of 
green, red, blue and purple will be 
popular and the different shades of 
brown at their best. Black, we think, 
will improve its standing as the weather 
gets cooler and judging from orders 
we have in the house, merchants 
srengpent the country expect the same 

ing.’ 

The same manufacturer looks for a 
close race this winter between kid, 
patent, suede and reptile for leader- 
ship. Leather combinations, he thinks, 
are going to outsell any of the one- 
material styles, as a large percentage 
of winter bookings are for combina- 
tions or footwear with heavy piping. 


Ray Kimble Manager of 
Baker Store in Portland 


San Francisco, CaL. (UTPS)—Ray 
Kimble, formerly in charge of adver- 
tising for the San Francisco stores of 
C. H. Baker Shoe Stores, is now man- 
ager of Baker’s store in Portland, Ore. 

Dorothy Farran, formerly connected 
with the L. H. Waldron Advertising 
Agency, San Francisco, succeeds Ray 
Kimble, directing Baker advertising 
for the four San Francisco and the 
three Portland stores of the C. H. 
Baker chain. 
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Wise Managers 
in Interesting 
Style Convention 


NEw YORK, 
N. Y. — Managers 
of more than 40 
stores in the Wise 
and Golden Rule 
chains, together 
with the executive 
and general office 
staff, were present 
at a fashion con- 
vention held by the 
organization con- 
trolling these two 
chains, at the Mc- 
Alpin Hotel, last 
week. Meetings of 
district managers and their sub-mana- 
gers were held in the afternoon, follow- 
ing luncheon. In the evening there was 
a dinner and a theater party to bring 
the event to a close. 

The tashion session was under the 
direction of H. K. Phifer, who intro- 
duced the various speakers on the pro- 
gram. In his introductory remarks he 
said that the shoe customer is becom- 
ing increasingly fashion conscious and 
that it is necessary for the shoe store 
manager and his salespeople to increase 
their fashion knowledge accordingly. 

A summary of the new fall fashions 
was given by Miss D. Barclay of the 
Lawrence Fertig Company. Miss Bar- 
clay attacked the problem largely from 


Mme. Nehiri Ressim 


the advertising standpoint, but opened | 


the discussion of the ensemble and the 
general color trend for fall. She made 
the point, followed by others, that brown 
is to be a leading color this fall, fol- 
lowed clesely by black. 


ing director, were greatly pleased as a 
result of the success of the meeting. 


She was followed by J. R. Mills of | 


the Ruth Conne Fashion Bureau, who 
drove home some of the fashion points 
with displays of new ensembles on liv- 
ing models. He put across the idea in 
ensemble dressing of matching in color 
tone the coat, hat and shoes, and in an- 
other tone, the purse, hose and gloves. 

Miss Dorothy Epstein, fashion ad- 
visor of the Wise organization, told 
about the function and work of her de- 
partment and Mme. Hamilton Jeffries, 
fashion editor of Boor AND SHOE RE- 
CORDER, gave an explanation of color 
coordination in shoes, according to the 
principles laid down by Mme. Nehiri 
Ressim, founder and director of the 
Academy of Modern Arts, Constanti- 
nople. She showed actual skins in the 
new fall colors and told how each color 
harmonized with a definite ensemble 
idea. In addition to this she gave a 
short talk on color fundamentals, ex- 
plaining with charts the primary, 


secondary and tertiary colors, together | 


with their complements. 


Opens Men’s Shoe Department 


ALBUQUERQUE, N. M. (UTPS)—Ray 
R. Allen, for some time connected with 
an automobile concern in Albuquerque, 
has opened a men’s shoe department in 
Eubank Bros’ clothing store. 
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WHERE TO BUY 
Children’s Shoes 
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COMFORT SLIPPERS 


No. C7305—Allsizes in stock 
for immediate delivery. 
“s Write for descriptive cir- 

cular of complete line of 
Rest- Rite Slippers. 





1166 Ne. Mails Gt 
Breektes, Mase. 








IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chicago 
1307 Washingten Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 


Factory, Danvers, Mass. 
Send for Catalog 











N. L. Weiss, | 
sales director, and L. A. Schoen, operat- | 
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‘Kisdicu ‘ells and Kiddie T1QG 
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WHERE TO BUY 


Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
Linings and case 
bers easily seen 
transparent form 
shoes. Write 


THE SHOE FORM CO., Auburn, 


num- 
when 
is in 
N. Y. 
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WHERE TO BUY 


Women’s Shoes 
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Didi, 





FOR WOME 
THE JOHN EBBERTS SHOE 
IN Buffalo, N. Y. 


Co., INC. 
STOCK 
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WHERE TO BUY 


Women’s Novelties 
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BONDWAY 


ROCESS 
Produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., 





New York 
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WHERE TO BUY 


Bowling Shoes 
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BOWLING SHOES 


= IN-STOCK 
slightly Smoked Eik 


higher”. $3.20 


BROOKS 
SHOE MFG. CO. 


Swanson and Ritner Sts. Philadelphia, Pa. 
Los Angeles, 1162 So. Hill Street 


WHERE TO BUY 


Wooden Beach Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


A. Am RIEMER 
co. 


y... KF 
since 1887 
Milwaukee, Wis., r) 
U. & A. 
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WHERE TO BUY 


Dancing Taps 
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CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 
Price 20e. Per Pair 
Brooks Shee Mfg. Co. 
Swanson and  Ritner 
Sts., Philadelphia 
Los Angeles 
1162 So. Hill St. 

















Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 











Billy Rogers Studies Folks 


(CONTINUED FROM PAGE 43) 


“Won’t it be a job to think up some- 
thing for the old shoemaker to say 
each week?” was Billy’s next question. 

“No, not at all. I'll take care of 
that if you can have the shoe copy 
ready.” 

“But I’m afraid of the cost,” Billy 
said thoughtfully. “To get a special 
sketch each week will be expensive, 
won’t it?” 

“Not as I'll handle it.” Jones was 
enthusiastic over his idea. “If you'll 
pay a dollar a week for the copy, I'll 
take care of the rest. I figure this idea 
is hot, so if you would like to have it, 
you can for practically nothing, as I 
got the idea through you. Then I plan 
to syndicate it—that is, sell the mat 
to one shoe merchant in a town for 
maybe five dollars a week—maybe only 
ten dollars a month. I’ll have to figure 
out what the freight can carry.” 

“Listens good to me, Seymore,” Billy 
began when Jones broke in. 


ERE’S a few more headings for 
the oldeboy—listen to these. 

“A loose tongue in man or shoe is 
a confounded nuisance. 

“If you must walk a mile for a camel, 
wear shoes properly fitted by us. 

“A holy man is a gift of God—a 
holey shoe feels like the devil. 

“The race is to the swift—but you 
can’t step it in tight shoes. 

Billy chuckled as Jones reeled off his 
“sample headings.” The result was 
that, after some further discussion, 
Billy agreed to try out the plan for 
six months. Jones had pointed out to 
him that to run it for less time would 
not give it the opportunity to gain 
popularity. Billy promised to.have his 
copy ready every Wednesday, so that 
there would be no slip-up in the series. 

“T tell you, old-timer, you’ll have 
people looking for your ads each Fri- 
day, just as they look for their favor- 
ite comic strip.” 

After Seymore Jones left, Billy and 
Captain Jacks went over the stock. A 
separate list had been made of the 
shoes stored in Parker’s shed, and Joe 
Rowe had to make daily excursions to 
the surplus stock to fill up the shelves. 

“Our stock’s in a terrible mess,” 
Billy grumbled. “What we don’t need 
is here, and what we want is in the 
shed.” 

“Right you are, me boy, but what 
worries me most is the damned lot of 
out sizes you bought. I don’t know how 
we'll ever sell ’em. Even some of the 
extreme styles you bought in all sizes 
and widths.” 

“Well, we’ve got to take care of 
everybody,” Billy said. 

“But not with extreme styles. [I'll 
tell you what I did, me boy, and mind 
you, I may be wrong. But when I used 
to buy some of this ’ere passing fad 
stuff, I called it, I used to buy it in 
sizes from four to eight. Occasionally 
I’d vary it. But the idea I had was 
to carry extreme styles in sure selling 
sizes. The out-size customers had to 
have the less radical styles. The result 
was that, while I used to lose an odd 
sale now and then, I wasn’t stuck with 
lemons. I remember an old bird who 
used to call on me—he’s dead now— 
who used to say to me, ‘Captain,’ he 
said, ‘here’s the dope—turnover means 
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profit; leftovers mean loss.’ And, me 
boy, I’ve always believed it.” The C ap 
tain paused for breath after his ice 
harangue. 

“What did you do for widths?” Billy 
inquired. 

The Captain chuckled. “Well, me 
lad, these ’ere high-toned stores, |ike 
Parker’s, couldn’t do it. But here’s 
what J did. I’d carry alternate widths, 
Then if a customer tried on a 5 B and 
said it wasn’t wide enough, instead of 
putting on a 5 C, which I didn’t have, 
I tried on a 5% B. In most cases the 
extra length wasn’t enough to be no- 
ticed, while the half size longer gave 
the necessary extra width. Of course, 
me lad, it mightn’t be good dope, as 
I said before, and I did a much bigger 
men’s trade than women’s. But for the 
class of trade I had—and it wasn’t any 
better than yours (Billy winced at 
that)—it worked.” 

“T’d like to ask some good shoe man 
—some other good shoe man, Captain, 
who sells this class of trade, what he 
thinks of it. There is a lot to think 
about in running a shoe store, isn’t 
there!” 

“There is, me lad, and we’ve got a 
damned lot to think about in unload- 
ing all them shoes without giving ’em 
away.” 

Just then a customer entered with a 
parcel under his arm and an angry 
glare in his eye. Billy walked to him 
and | said pleasantly, “Good morning, 
sir. 

Without any greeting the man 
slammed the parcel on a chair and 
snapped, “Look at that muck you stuck 
me for seven-fifty.” 

Billy looked startled, but without a 
word he undid the parcel. The shoes 
were covered with clay, but beyond that 
Billy could see nothing wrong. 

“Just what’s the trouble, sir?” Billy 
asked mildly. 


“T™ not a shoeman—that’s up to you. 
All I know is that your rotten old 
shoes have shrunk.” 

“Shrunk!—that can’t be—” then 
Billy stopped short. He remembered 
the lesson on adjusting that old Parker 
had dinned into his and the other sales- 
men’s ears until they were sick of it. 
‘Never deny or admit a fault until you 
have the facts.’ Billy promptly added, 
“Suppose we get the clay off and then 
see what the trouble is.” 

In a few minutes Joe Rowe had 
cleaned the shoes so that they looked 
respectable. Billy noticed the deep 
crease across the shoe and turned-up 
toes. 

“You say, sir, the shoes shrunk?’ 

“That’s right and I want to know 
what you’re going to do about it,” de- 
manded the angry, unreasonable man. 

“We’re going to satisfy you, if we 
can. But first of all, would you mind 
trying on another pair of the same 
kind?” 

When the shoes were fitted the man 
said grudgingly, “These fit all right, 
but they’ll shrink like them others.” 

“Just look here, sir,” Billy show 
that the soles of both pairs of s/.0es 
were identical. “The shoe hasn’t shrunk, 
but it’s curled up, as you see.” 

“What the Hell’s the difference 
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can’t wear ’em. My feet don’t curl up 
like a—Chink’s.” 
“You certainly can’t wear them like 
they are. What is your work, may I 
9” 


“I’m a contractor. Why?” 

“You get around in all kinds of 
weather, I suppose. It must be pretty 
hard work at times.” 

“T’ll say it is. I’ll sometimes be pad- 
dling around in the wet for hours.” 

“The shoes you are now wearing are 
larger than these you returned—but I 
notice they also turn up at the toes.” 

“They fit me anyhow. I can wear 

em.” 
“Yes, sir, you can wear them—but 
they don’t fit you. If you wear shoes 
too large, you put a terrific strain on 
the foot bones and the muscles of your 
legs. Shoes that are too large must 
simply tire you out. If you wear the 
right size shoe, you can walk around 
twice as long and be less tired at the 
end.” 


“7 oaee all right—but if them shoes 
you sold me aren’t the right size, I 
don’t want ’em. I can’t get me foot 
in ’em without twistin’ me toes all out 
of shape.” 

“But if the shoes were in proper 
shape they’d be comfortable—the other 
pair you tried on were comfortable, 
weren't they?” Billy smiled easily. 

“Yes I suppose so,” the man agreed 
somewhat reluctantly. 

“Then the answer’s easy. Whenever 
you take off your shoes you should slip 
trees in them—like these,” and Billy 
got a pair of trees, which he forced 
into the warped shoes. “Notice how it 
forces the shoes into their proper 
shape?” 

The man picked up the shoes some- 
what sourly, yet with a certain obvious 
interest. “But those contraptions cost 
money.” 

“Only two dollars a pair, and that’s 
nothing when you consider the comfort 
and longer life of the shoes.” 

“Oh, well,” the man conceded ungra- 
ciously. “I suppose I’ll have to be 
stuck for a couple more bucks.” 

“No, sir, if you honestly think the 
shoes or our service is at fault, I’ll give 
you ‘the trees.” 

“No—I don’t want that,” the man 
conceded. 

“Perhaps we were at fault in not 
suggesting them in the first place.” 

“Er—you did—that young shaver 
over there did,” and the man pointed to 
Joe Rowe, who was busy polishing some 
shoes for the next window trim. 

“Will you leave the shoes with me 
for two or three days, and I’ll last 
them specially for you? Let them be 
on the lasts for a few days, and with 
a little oil dressing I’ll have them as 
good as ever for you.” 

“Well—that’s mighty decent of you,” 
id man looked up and smiled sheep- 
ishly. 

“And in the meantime,” Billy smiled 
slightly as if to himself, “you had bet- 
ter take another pair of the same kind 
with you. Put the trees in them every 
night, and when you have the others 
back, alternate the wear. Wear one 
pair one day and the other pair the 
next. You'll be surprised at the extra 
service you'll get.” 

A slight pause and then, “Wrap ’em 
up, mister; I guess you know your 
business all right.” 

After the customer left, Captain 
Jacks slapped Billy on the back. “Me 
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boy, you handled that simply marvel- 
ously! As pretty a piece of sellin’ as 
I ever saw.” 

“It’s nothing,” Billy said curtly, yet 
he was pleased with the compliment 
from the old-timer. 

“It was during lunch that the only 
unpleasant incident of the day oc- 
curred. Billy was sitting in his usual 
corner at Felkington’s Restaurant when 
Morland and two other men entered. 
They were shown to an adjoining table. 

Morland glanced at Billy and nod- 
ded curtly. Then turning to the two 
men he said, “That’s the chap I told 
you of. He’s the bright Alec who has 
his help tell customers my shoes are 
rotten. Ain’t he a—” 

Billy went red. Then looking across 
to Morland, he said quietly, “Mr. Mor- 
land, I heard what you said, of course. 
You know Captain Jacks as well as 
I do. He’s a hot-tempered old chap. I 
told him he was never to say anything 
like that again. I’m awfully sorry it 
happened.” 

Billy flushed with embarrassment as 
he thought of Captain Jack’s tirade 
against his competitor—and all because 
Morland has cut prices against him. 

Morland half smiled, half sneered, 
“Yeah, I guess you’re sorry—and I 
guess you’ll be more sorry yet.” 

Billy walked out of the restaurant 
feeling angry and grieved. What a 
pity this unpleasantness had to crop 
up right at the beginning of his career 
as a shoe merchant. 

“Still, there it is and I’ll have to 


face it,” he half said to himself as he | 


re-entered his store. ' 
To his great pleasure he saw his old 
boss, Parker, there—waiting for him. 


New Shoe Department 


BRENHAM, TEX. (UTPS)—N. W. 
Bendy Company opened its store in 
Brenham Sept. 1. 

W. Bendy Jr. will be general 
manager and buyer for the shoe de- 
partment for the Brenham store. The 
N. W. Bendy Company have stores in 
Teague and Palestine, Texas. 


Freedman a New Buyer 


OAKLAND, CAL. 
Freedman is the new buyer for the 
shoe department of Taft & Pennoyer’s. 
Mr. Freedman comes from another 
branch of the Emporium-Capwell or- 
ganization, the Eighth Street Store, 
San Francisco. 


Propose Bata Chain 


CuIcAGO, ILL.—Five retail units for 
the distribution of Bata shoes will be 
opened in Chicago within the near fu- 
ture, according to F. Aschej of the 
Czecho-Slovakian firm. It is intended, 
he says, to use the Chicago stores as a 
nucleus of a proposed nation wide 
chain. Shoes selling at $5.00 and $6.00 
will be handled. 


New Shoe Department 


DULUTH, MINN.—A new shoe depart- 
ment has been opened at the Knitting 
Mills Store at 221 West First Street in 
Duluth which is owned and operated 
by the Associated Knitting Mills Out- 
let Company, Incorporated. 
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This new 
idea in spats 
this fall will 
make you 


1403-1409 W. Congress St., 





(UTPS)—Meyer | 





WHERE TO BUY 
Spats 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 
In All Selling Colors 
$10.50 to $36.00 per dozen 
es on Request 
STAR FOOTWEAR MFG. 


Howard and Norris Sts. 
Philadelphia 











SPARTON J 


SPOTPRUF Spars. 


aR 


profits. BEFORE AFTER 


Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
CHICAGO 





7 GRLQFIECT;- 
CSHandard? 
~~ SPATS” 


Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats——to retail 
from $1.50 to 
$5.00. 


Send 


-— 


for price 


list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 





Increases Shoe Section 


SEATTLE, WASH.—The Bon Marché 
department store threw open the doors 
of its new $6,000,000 early this month. 
The store covers 14 acres of selling 
space. About five times as much space 
was allotted the main shoe section as 
they had before, so that Buyer J. H. 
Conrad now has a 7400 square foot sell- 
ing space under his jurisdiction. A de- 
cided strengthening of the lines of. 
women’s shoes retailing above $10 was 
noted at the opening. 


Boosting Newburyport 


Mass.—George A. 
Learned of the George A. Learned 
Shoe Co., this city, has been made 
chairman of the community drive spon- 
sored by the Chamber of Commerce to 
build up the industrial assets of the 
city. Chairman Learned recently re- 
tired from active business, but main- 
tains keen interest in the institutions 
working for the development of the 
city. William A. Kinsman, general 
manager of the Towle Manufacturing 
Company, is vice-chairman of this com- 


NEWBURYPORT, 


| mittee, assisting Mr. Learned. 
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ee 99 The shoe chest illus- 

THE SHOE CHEST We sie et oe 

, : made of wood, fin- 

There are large profits in featuring shoe chests as independ- | ished with durable 
; ; ron 

ent unitt—However many merchants are featuring shoe | rics, of Pleasing 

: S decoration. It mea- 

chests as part of an ensemble of shoes and hosiery and find- | sures 27” high, 14%” 

i i wide, and 10%” deep. 

mg & very profitable. Made in sizes to hold 

. . . 4 pairs, 6 pairs, 8 

In many beautiful colors the consumer is quickly attracted pairs, and hosiery 

and the desire to have one is great. There are big possi- | drawer. Shoe chests 

biliti Write f , inte f. Id to hold more: than 

ies. rite for descriptive folder. eight pairs are spe- 


A. HENDON & SON cially made to order. 


“Art Novelties for the Shoe and Hosiery Trades” 
186-192 West 4th St. 
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SUNBEAM 


— NS 

, Z Zjniaue SHOE Co. S—— F of 
ZY” 7140 (m0 MSS =) a 

| ' Sa. 
All Leather Shoes gr y ins, ov 
f | ‘al 


A Dandy New ) ee ; } ws . manufa 
“StitchStep” | SS i ii ee a stock ic 
Our New Line is to 08 Matte ice 


rted 
a HOT one. $10.50 to $30.00 man 
: per Doz. 
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Fit is the outstanding qualification necessary to 
a profitable sale of spats. The design may be 
Send in Your Or- attractive, material of the best, workmanship 
; of the highest type, service up to the minute, 
der NOW! but all these qualities cannot popularize a poor 
fitting spat. We have perfected a spat that 
Style B-361—Pat. Blucher fits and have combined it with the above men- 
StitchStep, 2/6 ... $1.30 tioned quaities of design, material, workman- 
ship and service, making a combination that 


Maize Shoe Co., Mfrs., Rochester, N. Y. will satisfy your customers, increase your sales, 
also your profits. Write for samples. 


THE W. W. WARNER MFG. CO. 


217 E. Eighth Street Cincinnati, Ohio 


Successors to THE BROWN WARNER MFG. CO., formerly of 
FRANKLIN, OHIO 
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ONE SIDE LINE SALESMAN made $148 last month 
selling “SUNBEAMS”—and that's not a record. Sev- 
eral real LIVE commission men wanted—NOW! Write. 
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“Greeley” and “Dependability” : 
ies tbites We ts No More Copies of the 


Bo . . e 
a Spe Shoe and Leather Lexicon 
For many years Greeley Bou- 
doirs in black and colored The present edition of the Shoe and Leather Lexi- 
leathers, with leather or con is exhausted. No more copies of this shoe 
rubber heels, have been and leather trade dictionary will be available until 


accepted by the national a new edition has been printed, at which tim: 


trade as the standard. A : ; 
notice will be given. 


‘A. W. GREELEY Boot and Shoe Recorder 
12 Dencan St. - - Haverhill, Mass. 
Boston offies, 18 Lincoln Strest ; 239 West 39th Street New York, N. Y 
Ms. Corrine amp Me Cane 
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Business Changes 


CALIFORNIA—San Diego—The Leader (848 
ee A al ; shoes, etc.; reported advertising 


to OK IDA — Tampa — Harris Clothing Co.; 
— te.: reported closing out stock and fix- 


West Palm Beach—Cinderella Exquisite Shoes ; 
boots and shoes; recently iftcorporated. 

ILLID JOIS — Chicago — Herman Freed (3527 
Armitare Avenue); boots and shoes; reported 
succeed: by Freed & Malvin. 

J. S. Goldstein (9311 Cottage Grove Avenue) ; 
te.; discontinued business here. 

Raffe (4943 +~——" Avenue) ; boots 
3: removed to Elmwood Park, IIl. 

we DIA NA~-Gvesmebarg—O. L. Hyatt; shoes, 
ete.; sold out to Osear C. Horne 

Indianapolis—Alex Schwartz r 1608 Boulevard 
Place) ; boots and shoes; reported sold or closed 

ut business. 

“KEN | UCKY — Lexington — Hammel’s ; 
ete., reported sold or closed out business. 

MAIN E — Bucksport — Burke Leach (Estate) 
(Main - : boots, shoes, etc.; reported suc- 
ceeded by Lloyd Leach. 

MASS ACHUSETTS—Boston—Merrill’s Grover 
Shoe Shop, Inc.; name changed to Grover Shoe 
hop, Inc. 

SNChelsea ~World Shoe Co., shoe manufacturers ; 
ine. authorized capital $100,000. 

Haverhill—Tinter Shoe Co., Inc., shoe manu- 
facturers; inc. authorized capital $25,000. 

Marbichead—Marblehead Shoes, Inc.; shoe 
manufacturers; filed $10,000 issue of common 
stock ; capital stock increased by $100,000. 

Marlboro—Times Shoe Co., Inc.; shoe manu- 
facturers; filed issue of 96 shares of common 


tock. 

“MICHIGAN—Detroit—W. L. Ratz Shoe Co., 
Inc. (110 Monroe Avenue); boots and shoes; 
reported filed dissolution. 


shoes, 


MISSOURI—St. Louis—Tartmann Co. (2711 
N. 14th Street); boots, shoes, etc.; inc. author- 
ized r 4 ‘tal $10, 000. 

NEW JE RSEY—Jersey City—Lester P. Kar- 
miller (379 Jackson Avenue) (also Hoboken) ; 
boots and shoes: reported selling or sold out. 

NEW YORK—Dolgeville—Dolgeville Felt Shoe 
Co.: manufacturers; reported name changed to 
Dolgeville Slipper Co., Inc. 

Massena—Newark Shoe Co. ; 
reported name changed to The Palace Shoe 
Massena New York Co. 

New York City—Kaufman Bros. & Co., Inc. ; 
installed clothing and shoes; reported purchased 
chain of Williams Stores, Inc., located at Olean, 
N. Y.: Macon, Ga.; Rome, Ga., Greenw 
S. C.; Lexington, Ky.; Warren, Pa.; Mansfield, 
Ohio; and Ashtabula, Ohio; also changed name 
to Kaybee Stores, Inc. 

South Ozone Park—Samuel Kohn (135-50 
Rockaway Blvd.) : boots and shoes; succeeded by 
Meyer & Kohn, Inc. 

OHIO—Youngstown—Mrs. Laura A. Harrison 
(Harrison Shoe Store) (241 E. Federal Street) ; 
boots and shoes: business again conducted in 
name of husband, Max Harrison. 

PENNSYLVANIA—Philadelphia—John Feusi 
(1108 N. Second Street); shoe repairing and 
shoes; reported sold or closed out business. 

Morris Singer (1140 Poplar Street) ; 
etc.; succeeded by Singer & Co. 

TENNESSEE—Memphis—Stemmler Bros. Shoe 
Co. (158 S. Main Street) ; boots and shoes; clos- 
ing out stock and will discontinue business. 

TEXAS—Gainesville—R. C. Cannon; boots and 
shoes, etc.; recently commenced business on 
West Elm Street. 

VIRGINIA—Roanoke—I. Bachrach Shoe Co.. 
Inc.; boots and shoes; reported liquidating and 
going out of business. 


boots and shoes; 


shoes, 





Failures, Embarrassments, Etc. 


CALIFORNIA — Oakland —Arthur Alexander 
(People’s Shoe Market) (922 Wasington Street) ; 
and shoes; reported petition in bankruptcy. 
INDIANA—Linton—Frank Becker; boots and 
shoes; reported petition in bankruptcy. 

MASS ACHUSETTS—Boston—Tommy Tucker 
Shoe Co., Inc. (251 A Street); children’s shoe 
manufacturers; reported assigned. 

Chelsea—Cameo Shoe Co.; shoe manufactur- 
ers; reported ass‘gned to Walter J. Murphy and 
William L. Berger. 

NEW JERSEY—Hackensack—Lowegreen Co., 
Inc. (162 Main Street); boots and shoes; re- 
ported petition in bankruptcy. 

NEW YORK—Brooklyn—Louis J. Spielman 
(515 Livonia Ave.): boots and shoes; called 
meeting of creditors Sept. 10. 

Samuel Weinberg & Son (533 Third Avenue) ; 
in = shoes; called meeting of creditors 


New York City—G. & 
(37-39 Broome Street): 
bankruptcy. 

Niagara Falls—Harry Lunken; 
reported petition in bankruptcy. 

OHIO — Cincinnati— Joe Dennis (Cinderella 
Slipper Shop); boots and shoes; reported peti- 
tion ‘n bankruptcy. 

East Liverpool—Harris 
Store); boots, shoes, etc. ; 
compromise at 20 per cent. 

PENNSYLVANIA—Philadelphia—Minnie Ros- 
man (“R and L Shoe Stores”) (10 South 52nd 
Street): boots and shoes; reported petition in 
bankruptcy. 

Pittsburgh—Benjamin Rebb; shoes; reported 
ae in bankruptcy; reported receiver ap- 
ponte 
WISCONSIN — Chetek — Carl Whitaker Clo. 
Co.; Inc.; boots, shoes, etc.; reported petition 
in bankruptcy. 


G. Shoe Mfg. Co., Inc. 
reported petition in 


shoes, etc. ; 


Bros. (Regent Shoe 
_ Manes offering to 


New Shoe Dealers 


Alva, Okla.—F. S. Reed Co. 
Azmsa, Cal.—H. Brenner, 624 Azusa Avenue. 
Owensboro, Ky.—Bruner Furnishing Store, 
1118 E. 4th i 

—* 4th and Center 


Nelizh, Neb.—-D. E. Geffen 
Newfolden, Mi ecm Seielstad (soon). 
Cordell, Okla.—L. Hill. 
Lexington, Mo. ne A. Bros. & Wagoner. 
Monticello, Ark.—Harvey Thomasson. 

mption, Li1.—D. J. Domas. 
Olney, Ill.—J. C. Penney Co. 
ieewet Minn.—J. C. Penney Co. 

N. D.—J. C. ee, Co. (soon). 

Chelan. Wash.—J. C. Penney Co. 
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Higginsville, Mo.—J. C. Penney Co. (soon). 
Big Piney, Wyo.—J. C. Penney Co. 
Rome, Ga.—G. R. Kinney Co. 
Wyandotte, Mich.—Montgomery Ward & Co., 
2917-21 Biddle Street. 
Pittsburgh, Pa.—Sears, Roebuck & Co., High- 
land Avenue, East En . 
Rising City, G. Oesterreicher. 
Taunton, Mame Modal Shoe Stores, Inc. 
Clay Center, “— H. Eller Co. 
New York, Y.—Maitell’s, ine. -» Queens. 
Albany, N. Y.—Flemma & Norwood, Inc. 
Jere, W. Va. .-B. Supply on 
Miami, Fla.— Wolf Shoe Stores, Inc. 
Joliet, Ill—Al Paskin Store, 419 Clinton 
Street. 
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Latest Reports of New Stores 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Flora, lll.—Boston Store. 

Bridgeport, Neb.—Ear! Fulk, Beerline Bits... 

Tucson, Ariz.—The Sachs-Parker Co., 48 
Congress Street. 

Everett, Mass.—Rainbow Shoe Co. 

South Boston, Mass.—Jayeff Shoe Co., 
307 Broadway. 

Middletown, Ohio—Central Store of Middle- 
town. 

Marion, Ind.—Milton Clothes, Inc. 

St. Louis, Mo.—Rite-Way Distributing Co. 

Charlotte, N. C.—Federal Clothing Stores, Inc. 


Inc., 


— Iil.—J. A. Cox & Co., 304 E. Main 


Chicago, Ill.—Jack & Jill Shoe Shoppe, 6187 
Stony Island Avenue. 

St. Louis, Mo.—Julien Shoe Co., Inc. 

St. Petersburg, Fla.—Johnson-Behon, Inc. 

Lyndhurst, N. J.—Juvenile Plazzo Shoe Co., 
Inc., 544 Valley Brook. 

Newark, N. J.—National Shoe Stores, 
412 Springfield Avenue. 

Houston, Tex.—Sears, Roebuck & Co. 

Lansing, Mich.—MacBolt’s I. Miller Shop. 

Oostburg, Wis.—G. H. Ebbers & Sons, Inc. 

Asheboro, C.—Crosslands Department 
Store. 

Murray, Ky.—_W. W. Cole. 

Long Beach, Cal.—J. J. Newberry Co., 
Pine Avenue. 

Passaic, N. J.—Sears, Roebuck & Co., 
Madison Avenue. 

Mena, Ark.-—Sterling Stores, Inc. 

Magnolia, Ark.—Sterling Stores, Inc. 

Ogden, Utah—Sears, Roebuck & Co. 

Covington, Ky.—Montgomery Ward & Co. 

Zeeland, Mich.—David DeBruyn 

Lancaster, Pa.—Wm. H. Pfoutz, 19 East 

Doyle- 


Orange Street. 
—I. Miller Shoe Salon, 


Woodward. * Okla.—Sears Booterie, Woodward 
Theater Bldg. (soon). 

Chicago, Ill.—Ground Gripper Shoe Co., Law- 
rence and Winthrop Avenues. 

Fond du Lac, Wis.—Ford Shoe Service, 30 N. 
Main Street. 

Racine, Wis.—Enna Jettick Shoes, 407 6th 


reet. 
Spartansburg, S. C.—Miller-Jones Co., East 
Main Street. 

Lamar, Colo.—Ne-Way Shoe Stores, Inc. 

Massillon, Ohio—-Economy Shoe Co., Linco!n 
Way West. 

Augusta, Me. 

Chattanooga, 
724 Market. 

s Angeles, 

Main Street. 

Huntington Park, Cal.—Brasley Shoe Co., 317 
S. Pacific Blvd. 

Watts, Cal.—Brasley Shoe Co. 

Concord, H.—Peck’s National Shoe Store 
Chain, 84 N. Main Street. 

Clarinda, lowa—Brown Shoe Fit Co. (Oct. 1). 
Petersboro, Ont., Can.—Agrew Surpass Shoe 


Stores, Ltd. 
Ottawa, Kan.—-F. S. Reed Co., 308 S. Main 
Reed Co. 


Street. 
Seneca, Kan.—F. S. 
~ wane Ariz.— M. Coltman, 

nu 
Fik River, Idaho—B. J. Wagner. 
Goble, Ore.—J. Loy (soon). 
Marietta, Wash.—Wanemaker Store. 
Outlook, Wash.--G. S artin. 
Sault Ste. Marie, Mich.—Maloney & Downey 
Manistique, Mich.—Lauerman Bros. Co. 
Coeur d’Alene, Idaho—Kemp & Hebert. 
Junction City, Ore.—Martin Pederson. 
Cottonwood, Idaho—Baker Mercantile Co., 


ne. 

Seattle, Wash.—Mrs. Chas. F. Hanson & 
Daughter, 4528 California Avenue. 

Diamond, Ore.—H. R. Dunlop. 

om Maries, - er Merc. Co. 

Manson, Wash.—Fred S. Cool. 

Lewiston, Idaho—H. & n Bootery, 624 Main 
Street. 

Gardiner, Me.— 

- Francisco, Cal.— 


Inc., 


421-23 
212 


. 


Baker Brothers (soon). 
‘lenn.—Roxe Shoe Stores, 


452 S. 


Inc., 


Cal.Brasley Shoe Co., 


211 Morley Ave- 


Specialty Stores, Inc. 
Pacific Godman Shoe Co., 


td. 
Chicago, Ill.—Chicago Godman Shoe Co. 
St. Andrews, S. C.—Brown’s Merc. Co. 
Roydon Shoe 
- Y.—Matell’s, Inc., Queens. 
Albany, N. Y. -—Flerma & Norwood, Inc. 
Methuen, Mass.—Osgood Shoe Mfg. Co. 
King, N. C.—Bennett Mercantile Co. 
Pocomoke City, Md.—M. C. Callahan 
Tucson, Ariz.—Brown-Bilt Shoe Co., 34 East 
Congress Street. 









THIS MAY BE 
YOUR OPPORTUNITY ¢ 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED __ 








—.. 





Do You 










The next four months are the best months to sell Herman’s 
Men’s and Boys’ Shoes from STOCK. 


i We want responsible side line salesmen in the following states:— 

; Arizona Kansas Nebraska 

Arkansas Louisiana Nevada 

{ Delaware Maryland New Mexico 
Florida Missouri North Dakota 
Iowa South Dakota 


For details, write, wire or telephone to R. A. Longmore, Sales Manager, 
Joseph M. Herman Shoe Co., 564 Atlantic Ave., Boston, Mass. 


Want a Profitable Side Line? 


















In these territories 


NORTHERN OHIO and NEW YORK STATE 


four related nationally-known lines of 


with 24 hour shipping service. 
include references with first letter. 


CURTIS-STEPHENS-EMBRY CO., Reading, Pa. 


we have openings for high-grade salesmen with followings to carry 


IN-STOCK JUVENILE WELTS 
STITCHDOWNS and TURNS 


Straight commission basis paid semi-monthly. Please 


















territories. 





Have 
WISCONSIN, IOW 
WEST. There is 


selling Marion shoes on an attractive commission basis in one of the above 


40 fast selling young men’s styles In Stock to retail at $5.00 to $8.00. 
MARION SHOE COMPANY, Marion, Indiana 


You an Established Trade in— 


A, NEBRASKA, N. and S. DAKOTA or in the NORTH- 
an opportunity open for you to earn some extra money 


Address 


Salesman 


Wanted 


for popular priced im- 
ported shoes easy to sell. 
Must have personality 
and good following. 
Outline in full detail 
territory covered, clicn- 
tele, and give all other 
information as to experi- 
ence, age, references, etc. 
High salary and all 
expenses paid. 

Address B-348, care BOOT & 


SHOE RECORDER, 239 West 
39th Street, New York, N. Y. 






















St., New York, N. Y 


° 
WANTED — Experienced Salesmen for New 

Jersey, Connecticut, and New York State. 
State reference in first letter. 
care Boot and Shoe Recorder, 239 West 39th 


ANTED—Salesman for New York and New 

Jersey for line of Ladies’ Medium Priced 
Fancy Turns on commission basis. Apply to 
B-358, care Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y. 


Address B-336, 














women’s fine hand 
B-339, care Boot and Shoe 


SALESMAN with a following for the Middle- 
west to carry $8.50 ge retailers of 
turne 


39th St., New York, N. Y 





SALESMAN to sell in stock line of McKay 

novelties to retail at $5.00 and $6.00. Com- 
missions paid weekly, references required. Ad- 
dress B-359, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 


shoes. Address 
Recorder, 239 West 





Classified 





RATES AND OTHER INFORMATION 


and Opportunities. Department 





Salesmen Wanted! 


To sell an unusual line of women's hit 
novelty shoes, carried in stock, al! at 
one price, styled high and priced low, 
which can be retailed at $3.00 and up 
OKLAHOMA, ARKANSAS, KENTUCKY, 
TENNESSEE, MICHIGAN, INDIANA, 
IOWA, WASHINGTON, CALIFORNIA, 
OREGON, WEST VIRGINIA, and other 
desirable territories open. This is big 
proposition on _ straight liberal 
mission basis.. Address— 


STYLO SHOE COMPANY 
14th and Washington Avenues, 
St. Louis, Missouri. 


















Copy must be 
t., New York, 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. Allow 45 

words to an inch 








received at the Boot and Shoe Recorder, 239 West 39th 
by Y., on Monday of the week of publication in order 
that advertisements be published same week. Otherwise insertion 
will be put over to the following week’s issue. 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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SALESMAN WANTED—Young man 
enced in selling high grade Women’s 
in an exclusive shoe store, must be o 
appearance and courteous, in a City of 





x peri- 
Shoes 
good 
,000, 


in Northern New England, opportunity for a¢ 
vancement. Address B-350, care Boot and 
Shoe Recorder, 239 West 39th St., New York, 
= ©. 
WE have territory open for a few up-to-date 
salesmen to carry our line, for a side line. 
On commission. g oes carried in stock. 
MODELETTE SHOE CO., 427 S. Sangamon 


St., Chicago, III. 


1929 




























WA) 

New 
Add Tess 
239 We 


| 








eS, 

















—— 


! 






















——SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 





E have an opening in several territories for 
W a sideline shoe salesman, to carry a com- 
plete line of spats, rhinestone ornaments and 
cut steel bu es of our own make. Address 
B-270, care Boot and Shoe Recorder, 239 W. 
39th St. New York, N. Y. 





ANT LIVE WIRE SALESMAN for Mis- 
W sissippi, Louisiana, and Western Texas, to 
sell fast line in stock, ladies’ popular priced 
novelt3 shoes. Strictly commission basis. Good 
nity for big earnings. Give references 


rest letter. Man Gold Shoe Co., 1418 Wash- 
— Ave., St. Louis, Missouri. 





reputable manufac- 


CALE SMEN wanted b 
S Misses 


turer of Infants’, Children’s and 


Welt and Turn Shoes. Stock carried on two 
complete lines, medium and high grade. Ter- 
ritories, New York City, Connecticut, Penn- 


sylvania, Delaware, Maryland and states South 
and Mi ddie West. Replying state age, lines 
volume of business and references. 





—, B-314, care Boot and 2 Recorder, 
239 West 39th St., New York, 1 a 
E are looking for a live wire salesman to 


take over our trade in New Jersey. We 


will only consider a man who is now _success- 
fully <clling shoes in this state. Also have 
Connecticut open. PLATELLL SHOE CO,, 
158 Duane St., New York. 





POSITION WANTED 








SHOE BUYER 


Fifteen years’ experience merchandising 
and buying. Department and chain stores, 
Excellent references. Address B-354, 
care Boot and Shoe Recorder, 
239 West 39th St., New York, 
N. Y¥. 














Women’s Shoes 


Salesman having fine record 
and wide acquaintance is in- 
terested in good medium 
grade line of women’s shoes 
for Maryland, Virginia, or 
the Carolinas. 


Address B-347, Care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y. 


TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 

















ASSISTANT shoe buyer, now associated with 
successful store in Middle West wishes to 
\make change. Thorough knowledge of selling 
and operating. Reply B-344, care. Boot and 
1. \eeee 239 West 39th St., New York, 





] HAVE had eleven years of experience in 

selling shoes to the export trade. Would 
like to hear from any manufacturer who wants 
this branch of his business phage Can 
give best of references. ISEPH NOVOA, 
407 Huntington Ave., Boston, Mass. 


SHOE MAN—wWants position as Buyer-Man- 

ager—women’s and — High Grade 
shoe department. Over 15 years’ experience 
in this work exclusively. Address B-353, care 
Boot and Shoe Recorder, 239 West 39th St. 
New York, N. Y. 


BUYER- MANAGER, 32, 

experience, seeking position with reliable 
concern. Good orthopedic man, presently em- 
ployed. Address B-351, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y. 


POSITION WANTED—By expert shoe fitter 

and salesman in men’s shoe store or shoe 
department. Nine years with Volk Bros., 
Dallas, Texas, for references. Men’s shoes 
must be fitted correctly if you want business 








married, 15 ound 





to increase. It takes a good salesman to do it. 
_— J. SKALLY, 803 Church St., Mobile, 
Ala. 





WANTED TO PURCHASE 





WANT to buy a good paying shoe store in 

New York, New Jersey or Pennsylvania. 
Address B-355, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 





FOR RENT 





SHOE department for rent in ladies’ specialty 

shop One hundred per cent location. 
Syracuse, N. Y. Address B-352, care Boot 
and Shoe Recorder, 239 West 39th St., New 
York, N. Y, 
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INE WANTED—Good line of men’s shoes 

wanted for Maryland, Virginia, North and 
South Carolina, by thoroughly competent and 
experienced salesman. Address B-356, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York City. 





BUSINESS OPPORTUNITY 


OLDEN opportunity for orthopedic shoe 

fitter to open shoe department in conjunc- 
tion with a very busy chiropody office—estab- 
lished eleven years. Investment required. 
DR, A. DALLEK, 808 E. Tremont Ave., 
New York City. 








FOR SALE 


OR SALE—Shoe Store in Michigan, thirty- 

five thousand inhabitants. Splendid location, 
low rent, can reduce stock to suit purchaser. 
Address B-338, care Boot and Shoe Recorder, 
239 West 39th St., New York, . a 








FOR SALE—A good family shoe store for 

sale in Brooklyn. Address  B-357, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, N. Y. 





FIETY FEET Oak Shoe Shelving in 14 Sec- 

tions, capacity for 1260 pairs men’s shoes. 
Will sell cheap. Address CRAWFORD 
BOOTERY, 203 N. High St., Columbus, Ohio. 





FOR SALE—Shoe store eighteen miles from 

New York, fast growing town, good rea- 
‘son for selling (agents and auctioneers need 
not answer), this is a good proposition for a 
young man. Address B-349, care Boot and 
os ceca 239 West 39th St., New York, 





OR SALE—Cheap. Complete Grand Rapids 
shoe store, fixtures nearly new, 16 sections 
of shelving ready to set in place. American 
seats, window fixtures MRS. THOMAS 
McGRAW, 1642 Wisconsin St., Racine, Wis. 





FOR SALE—Four exclusive ladies’ novelty 

shoe stores, doing a splendid business and 
well established in Baltimore City. Owner 
must retire from business. Address B-345, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, : 





MERCHANTS’ NEEDS 





HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
64 Lispenard St., New York City 
Canal 8014 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpi leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Dock 0352 








If you contemplate selling your 


entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phone Spring 1443 











MERCHANTS’ NEED 











8 @ 


roures. AND ons AneNTs FOR 
FT SOLE SLIPPE 
The aa merchandise at the ony price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 




















Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 
ly. 
They last a lifetime 
and 


— 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the best 
ladder for your use. 


Milbradt 


Manufacturing Co. 
£stablished 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 

















ESTABLISHED 1690 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 


MEYER CO..~ 
rat) 


may ae 
Pant 


oI rus) 
23-271 LEXINCTON AVE , BRODKLYN.NY¥ 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 


























MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS" 









































“ 


Shoe Window 
Display Fixtures 





Assortment of all Period Designs 

including Modernistic and some 

splendid ‘“‘Close Outs’? at most 
interesting prices. 


Catalogs on request 


THE OSCAR ONKEN CO. 
No. 611 W. 4th St. 
CINCINNATI, O. 




















MONTCLAIR 


Room and | 49th to 50th Sts. 





"Ii TubandShower |} Lexington Ave. 
3 to *5 NEW YORK CITY 


per day 
800 Rooms 
Each with Tub 
and Shower 
Special Monthly Radio in Every Room 


(ee 

3 minutes’ walk from Grand Central. Times 
Square, Fifh Avenue Shops important 
commercial centers, ding shops and 
theatres nearby. 10 minues to Penn. Station. 


For 2 persons 
#4 to %6 


per day 
Suites 
$8 to #12 
da 

















Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Fatabliahed 1902 New York 











ERS “Tir 


To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 
or more MYERS NOISE- 
LESS CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 

—meets most requirements. 
Circular on request. 














HLAND, OH! 
TOOLS - DOOR 


PUMPS -WATER SYSTEMS-NAY HANGERS, 


mt REMVERS & BRO.cot 
AS °. 











933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 


Runner Buys Glove Grips 


NorTH ABINGTON, Mass.—A recent 
visitor of the plant of the M. N. Arnold 
Shoe Co. here was Joie Ray, long in the 
sport spotlight as a champion runner, 
who came here personally to select ma- 
terial and supervise the manufacture 
of some Glove-Grip running shoes the 
company is making for him. The com- 
pany made shoes for Ray, Clarence 
DeMar and “Whitey” Michaelson when 
they raced in the last Olympic mara- 
thon. The new shoes will be worn in 
a special 50-mile race to be run off in 
Madison Square Garden, New York. 

Shoes play an important part in dis- 
tance running ard Champion Ray is 
therefore keenly interested in footwear. 
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PRESERVO 


‘“*kumbaks,"’ checks 
Makes 


Prevents patent leather 
cracks. Waterproofs and preserves. 
shop-worn shoes look like NEW. Tube 25¢ 
postpaid. $1.75 doz. $20.00 gross. ASK 
jobber or ASK us. 


PRESERVO POLISH CO., IN¢ 
Gateway Sta., Kansas City, 














SOUVENIRS 


and 
ADVERTISING NOVELTIES 


fer store openings, anniversaries and specia! mer. 
chandising events for men, women and = ¢} idren 


SAMPLBS UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New York 





Fine New Department Opens 
in Stockton 


STOCKTON, CAL. (UTPS)—Located 
on the mezzanine floor of Smith & Lang, 
Stockton department store at the cor- 
ner of Main and San Joaquin Streets, 
the new shoe department under the 
managership of Henry Fairbanks, 
opened on Friday, Sept. 6, the depart- 
ment being devoted entirely to women’s 
shoes. 

The opening featured a large assort- 
ment of blue, green, purple and wine- 
colored styles at $7.95, a line of nov- 
elty creations at $8.95, and snake or 
lizard styles in the reptiles at $9.95; 
also several special feature lines. 

The floor of the department is rich- 
ly carpeted in green, with the rugs in 
two shades of old rose. All the furni- 
ture is of wicker and ornately tapes- 
tried. Five full-length mirrors break 
the lines of shelves. 


Nunn-Bush on the Air 


MILWAUKEE, WIS.—Radio program 
on the air over at least one station 
every night for 26 weeks is the fall 
announcement of the Nunn-Bush and 
Weldon Shoe Company, Milwaukee, 
Wisconsin. Specially chosen selections 
from the operattas and songs of the 
great composers will come to radio 
listeners from coast to coast through 
an electrically transcribed program. 

The Nunn-Bush Symphony Orches- 
tra, under the direction of Rudolph 
Mangold, concert master of the Chicago 
Civic Opera Company will be a feature 
attraction of each broadcast. This or- 
chestra is composed of 20 famous musi- 
cians specially selected for this pro- 
gram. The Nunn-Bush singers, a group 
of 10 radio favorites, will also be on the 
air with a group of popular me!odies 
and songs. This program will be heard 
commencing September 2ist over sta 
tions KDKA, WLW, WBBM, K\10X, 
WJR, WCCO, WBAP, KOMO, \WSB, 
KNX, KFRC, KLRA. 
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N O shoe lace equals 
Cordo-Hyde. 


A strong statement? 
Certainly. Just as 





strong as Cordo-Hyde 
Laces, which are the 
strongest and _ hand- 
somest you can put in 


a shoe. 


We cheerfully back 
that statement by the 
testimony of  thou- 
sands of retail shoe 
merchants from Maine 
to California. 


If you make shoes— 
make them better by 
laces of Cordo-Hyde. 


If you retail shoes— 
sell them with the 
added good will and 


profit of Cordo-Hyde 
equipment. 


O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 


MAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAE 
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' Boot and Shoe 
Recorder 






Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
k The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
: their production and distribution. 
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BOOTS AND SHOES 


Abbott Shoe Co., N. Reading, Mass........ 99 
Alden, C. H., Abington, Mass............. 6 
Athletic Shoe Co., Chicago, Ill............ 101 
Ault Shackford Shoe Co., Auburn, Me..... 77 


Berkshire Footwear Corp., Holliston, Mass. 101 


Bleecker Shoe Co., New York City........ 64 
Blog Shoe Co., New York City........ 64, 100 
Bond Shoe Co., New York City........... 102 
Brass Bros. & Feinroth, New York City... 98 
Brooks Shoe Mfg. Co., Philadelphia, Pa..100, 102 
Brown Shoe Co., St. Louis, Mo............ 51 
Burdett Shoe Co., Lynn, Mass............. 63 
Burkley Shoe Co., Brockton, Mass........ 101 
Burns, J. R., Shoe Co., Endicott, N. Y.... 49 
Capesio, New York City.......csccccccce 102 
Chase, W. S., & Co., Haverhill, Mass...... 98 
Clapp, Edwin, & Son, Inc., E. Weymouth, 
i Divitigesseien otdeiauseie ats we 
Colt Cromwell Co., New York City........ 78 
. Commonwealth Shoe & Leather Co., Whit- 
Oe =e rrr re 
Concord Shoe Co., New 8 eee 64 
Converse Rubber Co., Malden, Mass....... 70 
Crescent Shoe Co., New York City........ 64 
Crossett Shoe Co., Boston, Mass........... 32 


Curtis, Stephens, Embry Co., Reading, Pa. 76 


Dryzer & Rosenberg, Inc., New York City 65 
Duane Shoe Co., New York City.......... 64 
Dunn & McCarthy, Inc., Auburn, N. Y... 73 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 101 
Edwards, J., & Co., Philadelphia, Pa. .4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y... 81 
Emerson Shoe Mfg. Co., Rockland, Mass.. 96 





Evans, L. B., Sons Co., Wakefield, Mass... 98 
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AS ONE SAGE TO ANOTHER ....... 
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BILLY ROGERS STUDIES FoLks. Epi- 
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GIvE THEM Foot COMFORT ....... 
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eee 


O. P. I. (Other People’s Ideas).... 






ADVERTISING TO MODERN YOUTH 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


URRY, hurry, hurry— 
life and a new speed to selling—how 


a new speed to 


to get the customer’s dollar in the shortest 
possible fitting time—for in shoes at a price 
an hour at the fitting stool is lost motion 


plus. 


AAA 


66 OU can’t fit a man’s eye, foot and 

pocketbook at the same time,” says 
William Gleue. “If a man has bum feet, 
he has to forget his eyes, and maybe his 
purse.” He tells us the story in the Sept. 
28 issue, and also explains his new method 
of “fast styling.” He shoot patterns fast, 
gets the price and then clean-ups like 
whoopee business. He moves so quickly 
that he installed a salesman’s display case 
in the rear of his store to speed the travel- 
ing man in his sample showing. 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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